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Statement of Condition December 31, 1952 


ASSETS 
Cash and Due from Banks : 3 F $ 741,776, 707.93 
United States Government Obligations . 5 ; ‘ 707, 652, 756.58 
Other Bonds and Securities ; : : ; 135, 504, 238.78 
Loans and Discounts d ; ‘ , ; 1,224,074, 253.57 
Real Estate (Bank Buildings and Adjacent Property) . 2,075, 138.78 
Federal Reserve Bank Stock . : ; ; ; é 5, 400,000.00 
Customers’ Liability Account of Acceptances . P 3, 281,635.40 
Interest Earned, not Collected : ; ‘ ‘ ‘ 6,346, 597.39 
Other Assets . Be R : : ‘ 2,509, 304.55 
$2,828, 620,632.98 
LIABILITIES 
Capital Stock ‘ é ; : : - 90, 000,000.00 
Surplus. . ‘ : , : ; . . 8 90,000, 000.00 
Other Undivided Profits . : : ; ; ‘ ‘ 6,029, 631.72 
Discount Collected, but not Earned ; 4 ’ ‘ 2,118, 133.31 
Dividends Declared, but Unpaid . ‘ ‘ : ‘ 1,800,000.00 
Reserve for Taxes, etc. . ; , : . ’ a 27,953, 509.33 
Liability Account of Acceptances ‘ ; P 3,410, 797.61 
Time Deposits . : = , . $ 493,113,158.79 
Demand Deposits. : : ' 1,931,289, 217.24 
Deposits of Public Funds : : 182,900,375.04  2,607,302,751.07 
Liabilities other than those above stated i ; i 5, 809.94 


$2,828, 620,632.98 


United States Government cbligations carried at $247,211,443.48 are pledged 
to secure United States Government and other public deposits, trust 
deposits, and for other purposes as required or permitted by law. 
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An added feature of 
this calculator is a de- 
vice by which you can 
compute automatical- 
ly the monthly amor- 
tization charge on a 
large selection of 
loan amounts at four 
different interest 
rates. 
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The hand of dishonesty is taking an increas- 
ingly heavy toll these days. 


That’s why it’s a good idea to examine your 
Bankers’ Blanket Bond closely to see that the 
amount of your protection gives you the 
margin of safety you need. Insufficient pro- 
tection invites disaster! 


To help you determine the amount of cov- 
erage you need, your Indemnity Agent will 
be happy to give you a handy Bankers’ Auto- 
matic Calculator. You can find the suggested 
amount of Bankers’ Blanket Bond coverage, 
as recommended by the American Bankers 
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DTECTION HAVE YOU? 


Association, simply by manipulating the card 
in the slot. The amount slides instantly and 
easily into view. 

This convenient desk device is free, of 
course. Talk over your Bankers’ Blanket Bond 
with the Indemnity Agent—make sure it gives 
you full protection against all insurable haz- 
ards. And ask your Agent for your copy of the 


Bankers’ Automatic Calculator. 


INDEMNITY INSURANCE COMPANY OF 


NORTH AMERICA 


® 1600 Arch Street, Philadelphia 1, Pa. 
PROTECT WHAT YOU HAVE®O 





8-mm Photography on 16-mm film 
High reduction ratio (37-1) 


Two film types on one camera 
Fast automatic or hand feeding 
Maximum document width 
Choice of three film patte 
Automatic safety shutter 


Special time- and error: 
saving controls 
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Bell c Howell Burroughs features that make obsolete mo 
MANUFACTURER DISTRIBUTOR £ 
micro tlm ng eaquipment n a 


MPORTANT NAMES IN MiCRO EI Ay, 


low im wus 














et 
4 


WYou don’t rent modern Burroughs Microfilming. You 
Muy it outright and watch the savings it provides in 
q ime, film and manpower quickly pay for the equipment. 


q n film costs alone, Burroughs Microfilming can save 
is much as 80% over outmoded equipment, because it 
uses 8-mm photography on 16-mm film and a high 
reduction ratio (37-1)—to more than double the 
number of images on every foot of film. 


This precision-built Bell & Howell Recorder—sold by 
itte wpSurroughs—sets new standards in economical, high- 
“speed operation and long-life dependability. It slashes 


tter 


rror 


612 SERVICE CENTERS 


Burroughs backs your equipment 
with the largest microfilming 
service staff.in the world. Highly 
skilled servicemen are at your call 
—ready to make sure your Bell & 
Howell equipment gives you years 
of productive, trouble-free service. 
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WHEREVER THERE’S BUSINESS THERE’S 


Burroughs 


Fast, Expert Service-For Al! Your Mhevotitining Needs 


WET IMMEDIATE DELIVERY ON NEW surroucus microriLMinc! 
Bicin OW TO ENJOY MAXIMUM SAVINGS ON EVERY JOB—EVERY DAY! 


operating expenses and time on the job because it 
does the work easier and faster than ever before! 


Delivery is immediate! Highly skilled service, avail- 
able from more than 600 Burroughs Service Centers, 
is no farther away than your telephone. Twenty-five 
conveniently located Processing Stations assure 
immediate developing of your film—with maximum 
image brilliance and clarity. 


That’s the meat of the Burroughs Microfilming story. 
Call your nearby Burroughs office for the full details. 
Burroughs Adding Machine Co., Detroit 32, Michigan. 


25 PROCESSING STATIONS 


Burroughs Processing Stations are 
strategically located throughout 
the country. Here experienced 
technicians assure immediate pro- 
cessing of your microfilm—use 
latest developing methods to in- 
sure maximum image brilliance 
and clarity. 




















From Where We S&.... 


Use Your Regional Clearinghouse Association ! 


A recent reading of the ABA’s 
fine “Regional Clearinghouse Asso- 
ciation Organization Manual” has 
revived memories of days gone by 
in which a county bankers associa- 
tion, and, later, a regional clearing- 
house association, were very much 
a part of my business environment. 
Meetings of both were enjoyable 
occasions, and profitable. They be- 
gan for me back in the days when 
we first concerned ourselves about 
unprofitable checking accounts, and 
did much to crystallize our thinking 
on the subject. They contributed a 
great deal to the development and 
adoption of our present-day sched- 
ules of service charges and the 
systems of cost and account analy- 
sis on which they are based, as well 
as a host of other constructive 
measures. 


Meetings of county and regional 
clearinghouse associations have, of 
course, been particularly valuable 
as a means of dealing with prob- 
lems more or less peculiar to the 
respective areas represented. They 
have also served very effectively as 
an additional point of contact be- 
tween the banker and the many 
other fine organizations whose ef- 
forts are dedicated to better, safer, 
more serviceable and more profit- 
able banking. They have made it 
possible, on occasion, for banks to 
make their collective voice heard 
and their influence, felt at the 
regional level. 


But, while these associations 
have been and continue to be pro- 
ductive of a tremendous amount of 
good, it seems, in retrospect, that 
the record of their activities, if my 
own experience is any criterion, 
probably contains its full quota of 
neglected opportunities. Having 
been, myself, just another fellow in 
the banking business, and having 
observed many others similarly oc- 
cupied, it seems rather more prob- 
able than otherwise, that opportu- 
nities for the constructive use of 
these associations are still being 
neglected in much the same way. 


It appears to be true of most, if 
not all, voluntary associations 
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which have no paid, full-time staff, 
that they function at a mere frac- 
tion of the effectiveness which those 
comprising their membership could 
make possible. It is only natural 
that the task nearest at hand should 
get preferential attention; but it is 
probably more true than we are 
generally willing to admit that the 
relatively unimportant details to 
which we so readily give our time, 
do not deserve it. A little reflection 
will be sure to reveal instances in 
which time thus spent might have 
been devoted, with far greater 
profit, to the bréader aspects of 
bank management which would 
normally be discussed at some re- 
gional level. To be trite about it, 
trees interfere mightily with one’s 
view of the forest. 


It seems a safe conjecture that 
the effectiveness of county bankers 
and regional clearinghouse asso- 
ciations as instrumentalities for the 
good of banking in general could be 
multiplied many fold. A prime es- 
sential to that development would 
be a thoroughly awakened banker 
consciousness of the existence of 
these associations—one that would 
endure from day to day and lead 
to the development of an associa- 
tion perspective with reference to 
the problems constantly arising in 
the course of the day’s work. 

Another essential to anything like 
a full utilization of the advantages 
afforded by these associations is a 
determination on the part of the 
bankers comprising their member- 
ship to contribute as fully as pos- 
sible to the success of their meet- 
ings_and other functions. 


It is probably much too fre- 
quently the case that association af- 
fairs are far in the background of 
the banker’s thinking, and that he 
gives the association but little 
thought from one widely spaced 
meeting to the other. The inevitable 
result is that when the meeting 
finally gets under way, a pre- 
ponderance of those in attendance 
are unprepared for active participa- 
tion in the procedings. 

This, 


of course, becomes par- 


ticularly apparent when meetings 
are thrown open for discussion of 
some previously designated subject 
—or for discussions from the floor 
on subjects of the banker’s own 
choosing—or for questions from the 
floor directed to the principal 
speaker. Most of us have probably 
seen a number of such sessions fall 
pretty flat. 

It is one thing to be exposed to a 
lot of thinking which is being done 
by others. It is quite another to 
thoroughly integrate with our own 
such portion of the thinking of these 
others as is found by adequate 
standards to be valid, and to ex- 
clude the rest. This business of de- 
veloping adequate standards and 
judging by them, in itself, takes 
some thinking of a high order, and 
there is nothing more conducive to 
that kind of thinking than an open- 
minded exchange of views. By the 
same token, there’s nothing more 
futile than mere argument that 
seeks only vindication of one’s own 
unalterable views. 

The bankers of the country have 
never been confronted with greater 
problems; nor has there ever been 
a more urgent need for correct 
decisions in dealing with those 
problems. The record of chartered 
banking is now being written, as it 
was being written thirty and more 
years ago, in the journals of every 
bank in the land, and the ultimate 
welfare of each will depend in a 
considerable measure upon the de- 
gree and amount of wisdom which 
that record, in the aggregate, finally 
reveals. 

The county bankers and regional 
clearinghouse associations provide a 
constantly available means of mak- 
ing that record a better one than 
it would otherwise be. They need 
only to be used, and the greater 
that use, the stronger and more 
useful they will become. 


Editor 
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Seek $10,000,000 Goal 


To intensify the fight against 
the heart diseases which are the 
leading cause of disability and 
death in the nation, the American 
Heart Association and its affiliates 
will seek to raise $10,000,000 
through the 1953 Heart Fund, con- 
ducted during the month of Feb- 
ruary. 

“Help Your Heart Fund—Help 
Your Heart” is the slogan of the 
campaign, which will provide for 
national and local programs of re- 
search, education and community 
service, designed to protect healthy 
hearts and to bring benefits of the 
latest advances in research to heart 
patients everywhere. 

Contributions to the Heart Fund 
may be sent directly to the local 
heart association, or to “HEART,” 
care of Post Office. 


HEART FUND 





An important Revolutionary battle was fought here on 

Market Square in the Germantown section of Philadelphia. 

Today it’s the center of a bustling business community — 

one of many served by our 23 branches. Intimate knowledge of all 
sections of the Philadelphia scene is one of the advantages 

you enjoy when we represent you here. Add that to speedy 

air mail clearance, efficient securities transactions, and 24-hour-a-day 
transit operations and you'll have abundant “reasons why.” 

We'd like nothing better than to welcome you. 


The Pennsylvania Company 
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Servicing Spells the Difference 


A relatively weak loan, well serviced, will ordinarily give a better account of itself 


in a period of adversity than a strong loan which is poorly serviced. 


By L. DOUGLAS MEREDITH, Ph.D. 


Executive Vice President and Chairman, Committee on Finance 
National Life Insurance Company, Montpelier, Vt. 


quarters, the commercial 
banks of the country, at the 
end of 1951, held $14,700,000,000 of 
mortgage loans, which total was 
exceeded only by the holdings of 
two other groups—life insurance 
companies with $19,500,000,000, 
and the savings and loan associa- 
tions with $15,500,000,000. It is, of 
course, their savings departments 
which have brought commercial 
banks into the field of mortgage 
lending, and it is that activity which 
has led them to become important 
factors in the origination and serv- 
icing of loans for other investors. 
The writer particularly appreci- 


Sica AS IT MAY SEEM in some 


ates the vital role played by com- 
mercial banks as originators and 
servicers of mortgage loans by rea- 
son of his association with a port- 
folio of some 40,000 such loans, 
totalling over $300,000,000, which 
are secured by property located in 
47 states and the District of 
Columbia. 

The development of mortgage 
loans for sale to other lenders is an 
altogether natural outgrowth of the 
commercial bank’s mortgage lend- 
ing activities. The commercial bank 
which is thus engaged will be quite 
sure to find, sooner or later, that its 
lending capacity is nearing ex- 
haustion. It is also quite likely that 


7 


when it reaches this point, it will 
find that it has an expanding 
clientele, which will make it very 
difficult and altogether undesirable 
for it to curtail or discontinue its 
mortgage lending. 

Banks making sales of mortgage 
loans frequently continue to service 
them following the sale. They will 
oftentimes finance construction 
against the commitment of another 
lender, such as a life insurance 
company, to buy the completed 
loans. They also “warehouse” large 
amounts of loans for mortgage 
bankers who later sell them to other 
investors. This warehousing opera- 
tion sometimes takes the form of 
short-term loans collateralized by 
mortgage loans. 

In other situations, the bank 
holds the loans in its own name 
against an agreement by an in- 





stitutional lender to purchase the 
loans on or before a certain date. 
Unfortunately, there seem to be no 
statistics available which would re- 
veal the extent of these operations, 
but it is easy to believe they would 
add up to an impressive sum. 

Whatever the preliminary tech- 
niques or procedures involved, the 
originating bank will be quite likely 
to emerge with the responsibility 
of servicing the loans figuring in 
the transaction, and loan servicing 
has thus become a subject of con- 
siderably increased importance 
from the standpoint of all con- 
cerned. 

The profit possibilities which 
commercial banks find inherent in 
mortgage loans are multifold, and 
include the following: 

1. Profit resulting from other 
business transacted with the mort- 
gagors; 

2. Commissions and fees collected 
from applicants and borrowers, in- 
cluding fees for construction ad- 


vances; 
3. Premiums received from the 


sale of mortgage loans whenever 
such premiums are warranted by 
market conditions; 

4. Stand-by fees charged bor- 
rowers in connection with loans to 
be made at future dates and for 
commitments to warehouse; 

5. Profits from servicing opera- 
tions. 


Servicing, which is one of the 
most important sources of possible 
profits, has probably been given 
less attention than any other phase 
of the mortgage business, even 
though it embraces many very im- 
portant functions, including (1) the 
administration of funds held in trust 
for taxes, mortgage insurance and 
hazard insurance premiums; (2) 
the collection of delinquent pay- 
ments; (3) the recasting of the 
loan in the event of adjustments; 
and (4) assistance in foreclosure 
proceedings, should they become 
necessary. 

The servicing of a loan is a com- 
plicated procedure which moves 
swiftly and continuously, and the 
investor cannot relegate to the serv- 
icer the entire responsibility. It is 
a two-way process. While the serv- 
icing agent must discharge the re- 
sponsibilities which naturally fall 
to him, the investor can do much 
to help by making his requirements 


L. DOUGLAS MEREDITH 


as simple as possible, and by mak- 
ing his machine systems dovetail 
with those of the servicer to the 
greatest possible extent. Where the 
two principals are separated by a 
substantial distance, it will make 
the servicer’s task much simpler 
and less costly if the investor’s 
policies are well defined and clear 
cut. This is especially true of the 
treatment of delinquencies. 


Servicing of itself can frequently 
mean the difference between a good 
loan and a bad loan. If I were 
obliged to choose, I should much 
rather have a mediocre loan with 
strong servicing than a strong loan 
with weak servicing. 


Quality Subject to Change 


The fact that a particular loan 
presently falls into a strong or weak 
category is by no means conclusive 
evidence that it will be in that 
category one year or five years 
hence. The exigencies of life cause 
such frequent changes in personal 
financial circumstances that a 
strong loan, through faulty serv- 
icing, can quite readily become 
weak, and a weak loan can, with 
the right kind of servicing, be made 
strong. 


Let us take, for example, an 
“ideal” loan with a low loan to 
value ratio, well supported by bor- 
rower income, and secured by a 
lien on property which is well lo- 
cated, well built and well cared for. 
Continuation of such favorable cir- 
cumstances without interruption 
would provide the investor with a 


strong loan whether the servicing 
be good or bad. 


But let us assume that there is 
a reversal in the family fortunes, 
and that the servicing agent is 
poorly informed and generally in- 
competent. For a_ considerable 
period after the reversal develops, 
the borrower manages to make the 
monthly payments by neglecting a 
great many other things, including 
his own person and the condition 
of his property. 

When default finally occurs, slip- 
shod accounting methods result in 
considerable delay in bringing it 
to light. Upon discovery of the de- 
fault, the borrower is sent a series 
of brusque notices demanding pay- 
ment. Nothing happens, and fore. 
closure is threatened. The borrower, 
by exhausting every resource, mo- 
mentarily corrects the default, but 
finds himself hopelessly involved ag 
his newly created obligations ma- 
ture. There eventually follows the 
very unpleasant ordeal in which 
the borrower is dispossessed of his 
equity and the investor is faced 
with the trouble and expense in- 
cident to the rehabilitation and sale 
of a badly deteriorated property. 

All the shortcomings attributed 
to this hypothetical servicer would 
rarely be found in a single indi- 
vidual or institution, nor would all 
of these unfavorable circumstances 
be found to exist with reference to 
any considerable number of de- 
faulting loans. The _ illustration 
serves, however, to point out many 
of the ways in which faulty serv- 
icing -can cause good loans to 
deteriorate, and to suggest others. 

Now let us assume a situation in 
which we have a relatively weak 
loan, but a servicing agent who is 
well informed, resourceful, cour- 
teous and disposed to be helpful. 
He takes the first default as an in- 
dication of trouble and proceeds t0 
do something about it. If the delin- 
quency persists, he engages in @ 
frank but friendly discussion of 
every phase of the problem with 
the borrower, and if there is 4 
feasible means of rearranging the 
borrower’s affairs in such a way & 
to enable him to correct the delin- 
quency and meet his future install- 
ments promptly when due, that will 
be done. 

If, however, it is found that the 
burden is greater than the borrowef 
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United States Government and other securities carried at $428,472,639.00 were pledged 
to secure public and trust deposits and for other purposes as required or permitted by law. 


Member Federel Deposit Insurance Corporation 
p p 
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should attempt to bear, he will be 
advised to sell the property. If the 
sale promises to entail a loss, the 
servicing agent will explain to him 
the old banking axiom that “the 
first loss is the smallest loss,” and 
the property will be promptly 
moved into stronger hands, to the 
ultimate benefit of all concerned. 


The nature of mortgage lending 
has changed greatly in the past 15 
years. Approximately 70 per cent 
of all mortgage loans would today 
classify as residential, and have 
thus become an important form of 
consumer financing, particularly in 
view of the fact that the use of the 
monthly payment loan which was 
introduced a generation ago, has 
become almost universal. 


Finance Companies Point the Way 


The loss record achieved by the 
finance companies in the financing 
of consumer goods has been phe- 
nomenal because they have de- 
veloped lending and _éé servicing 
techniques which take into con- 
sideration all factors having a bear- 
ing upon the ability and willingness 
of the borrower to perform. 

These factors, as they relate to 
the extension of consumer credit, 
differ in only a few details from 
those with which the mortgage 
lender is concerned, and it is only 
the part of wisdom for the latter 
to adopt as many of the methods 
and practices used by the finance 
companies, or some modification 
thereof, as are suited to their some- 
what different needs. This means, 
among other things, the introduc- 
tion of mechanical routines which 
will assure the uniformly careful 
handling of every detail, par- 
ticularly in the event of default, 
accompanied by a never failing 
supply of the milk of human kind- 
ness and depth of human under- 
standing. 

We are today enjoying a state of 
business activity which is called 
prosperity by many people. Em- 
ployment is full, production is great, 
incomes are high, and, since the 
early part of November, a resur- 
gence of confidence has caused new 
heights of activity to be achieved 
in many quarters. And yet some of 
us sense beneath the surface of this 
holiday atmosphere a_ hollowness 
which warns us that sooner or later 
this joy ride: must end. These days 
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Considerate, but firm and realistic treatment of the borrower, through good times and bad, 
will do much to make even a weak loan work out satisfactorily for all concerned. 


will not last forever. 

Many of the men now serving as 
executives of American business 
comprise what might be called a 
new generation. Many men in re- 
sponsible executive positions today 
are not old enough to have been 
actively engaged in business, either 
in the boom days of the twenties 
or in the depression days of the 
early thirties. They have only a 
faint recollection, if any, of the con- 
ditions which prevailed in 1929, 
1930 and 1933, but they have ac- 
cess to the record and have only 
to read,and listen in order to make 
up, in considerable measure, for 
that deficiency. 


‘A Time for Caution 

I do not mean to imply that the 
same degree of depressed business 
activity which characterized the 
thirties is likely to recur, but it is 
generally agreed that the rate of 
business activity will sooner or later 
decline to some degree, and the 
alert investor in real estate loans is 
planning accordingly. He is pains- 
takingly scrutinizing his appraisals 
and the credit position of his ap- 
plicants. He is selecting his lending 
territories with greater care, and is 
compensating for increased risk by 
insistence upon shorter maturities, 


lower loan ratios, and, where pos 
sible, upon higher rates of interest, 

It is in a time of relatively good 
going, such as we are now having 
that it is especially important fo 
those servicing loans to insist upon 
the strictest adherence to the ter 
of payment and other conditions of 
the loan agreement. A tolerance 6 
laxity when there is no reasonable 
excuse for it will only serve t 
breed trouble when conditions be- 
come difficult. 


Any resentment generated by a 


rigorous servicing routine today 
will be replaced by gratitude when 
the borrower comes to realize that 
the disciplines to which he had t 
submit while he was prospering 
were exactly what he needed. It 
a rare individual who does not 
one time or another experience # 
severe financial stringency, whet 

it be due to economic depressid 
or to illness, accident or some ot 
personal misfortune. 

Furthermore, the lender or se 
icer who has been intolerant 
delinquencies when there has be 
no reasonable excuse for them, 
be in far better position to gi 
special consideration to needy a 
worthy cases when stringency 4 
velops than one who has been mis te 
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First National Bank, Tampa, Florida 


Designed for a more profitable banking future 


The success of any modernization or new quarters project calls for much more 
than improvements in physical appearance. Your new quarters should operate at 
peak efficiency, enable better and faster customer service, expedite work flow. 
Fixtures and equipment must be engineered to increase worker productivity, 
save time and steps in every phase of operation. Our penetrating knowledge of 
the banking business, combined with our 40 years’ experience in bank designing 
and building, enables us to translate your specific needs into new quarters that 
operate as beautifully as they look. You'll find our services invaluable in helping 


de whi you attain the finest possible quarters for the money you have to invest. 


lize that 


The.new banking quarters of the First 
National Bank, Tampa, Florida, 
Scientifically engineered and designed 
for beauty and top operating efficiency. 


Vir nh Vinihibing y. CO, ypc VUMOW 


Headquarters: ST. LOUIS, 


Orn & Stoney Sts 


NEW YORK, 103 Panx Ave. » ATLANTA, Western Union Bupo, « SAN FRANCISCO, Mechanics Inerrrute Bune. + Operating in Lotin America as. EDIFICIOS PARA BANCOS, 8. A. + Headquarters’ MEXICO D. F., MEXICO 
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takenly generous in his attitude 
toward the merely negligent and 
procrastinating borrower. 


Mortgage lenders all too fre- 
quently tend to adopt liberal lend- 
ing policies during eras of prosper- 
ity and tight policies when business 
is depressed. We all know that this 
practice can only serve to heighten 
booms and deepen depressions. We 
know, too, that it is much safer to 
rely upon the values prevailing in 
a time of economic depression than 
upon those of boom times. It seems 
only sensible, then, to carefully re- 
late our lending policies to the 
various phases of the economic 
cycle in which we find ourselves 
from time to time. Such a course, 
if at all generally adopted, would 
do much to stabilize business con- 
ditions. 

Stated differently, when business 
is active, when prices are rising, 
and when credit is expanding, 
bankers should begin to tighten up 
their lending policies; and, con- 
versely, when business activity is 
slow, full consideration should be 
given to the feasibility of liberaliz- 
ing lending policies. It will be found 
that there is much more economic 
justification for such a course in a 
period of economic depression than 
is generally realized. 


Valuable Statistics a By-Product 


Careful study of month to month 
experience with mortgage loans, 
and an analysis of statistics which 
may be derived from the mortgage 
loan account, can be made to serve 
as a most valuable aid in the deter- 
mination of mortgage investment 
policy. We can best exercise judg- 
ment regarding the future when 
we thoroughly comprehend what 
has taken place in the past. The 
mortgage statistics gathered as a 
by-product of servicing within each 
institution from which we have 
purchased loans enabie us to do 
just that. 

This statistical information can 
be used for a variety of purposes. 
It is invaluable as a guide in the 
selection of types of loans and areas 
of lending. It has also proved to be 
very helpful to us in the planning 
of our remittances or payouts. 

We are also enabled by these 
statistics to make an analysis of the 
length of time our loans remain on 
our books. This is obviously im- 
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portant to us since any shortening 
of the life of our loans increases our 
handling expenses and correspond- 
ingly reduces our net yield. Cur- 
rently prevailing circumstances and 
conditions can cause a considerable 
deviation between the life of a loan 
and the term for which it is writ- 
ten, and we.make a periodic ex- 
amination of the record with a view 
to ascertaining the extent to which 
that is taking place. 

Over the past ten years we have 
given particular study to our com- 
mitment account in order to project 
the rate at which our commitments 
will, pay out. This is of special value 
because it enables us to determine 
the rate at which we can make new 
commitments and thus keep our 
cash as fully employed as possible 
without becoming 
This practice accounted largely for 
our ability to continue committing 
on new loans two years ago when 
a tight mortgage market developed. 

We have a well established pro- 
cedure for making a study of this 
kind at the close of each month, and 
by the fourth or fifth of the month, 
at the latest, I have on my desk a 
projection of our cash position for 
at least twelve months showing 
what the probable amount of cash 
on hand at the end of each of those 
months will be, based upon our 
present commitment account and 
rate of commitment. 

Thus, it becomes a relatively easy 
matter to adjust our rate of com- 
mitment to changes in our cash 
position. To determine this, we 
take into account probable sources 
of cash, including the rate at which 


“Say, I'm three months behind on my son's 
accordian payments—isn't it about time you 
: repossessed it?” 


overinvested.* 


? 


loans are being repaid. We also 
analyze the prepayments for each 
month by the following classifica- 
tions as reported to us by our loan 
correspondents: 


1. Assigned to Veterans 

ministration; 

. Available funds; 

. Foreclosure paid by Veterans 
Administration; 

. Foreclosure sale; 

. Matured loans; 

. New loans; 

. Property sold; 

. Refinanced elsewhere; 

. Transferred to real estate; 

. Assigned to bank; 

. Assigned to FHA; 

. Unknown. 


Ad- 


This information also serves as 
an especially useful guide in deter- 
mining whether or not our prices 
are in line with the market, and it 
tells us a good deal about the cur- 
rent volume of real estate transac- 
tions. The amount and type of funds 
available for investment will, of 
course, vary greatly, as among 
banks, insurance companies and 
other types of mortgage lenders, 
but the procedure outlined above 
should be readily adaptable to the 
needs of any of them. 


A New Frontier 


Servicing is of particular signifi- 
cance to a discussion of this kind 
because of the expense involved t@ 
the investor, and because this, if 
turn, constitutes income for the in- 
stitution servicing the loans. For 
example, in 1951 we paid $859,606 
in servicing fees which to us repre- 
sented a portion of the expense of 
handling the loans. To the banks 
and mortgage bankers servicing the 
loans, this represented income. 
While servicing fees are usually 
computed in terms of a fraction of 
one per cent, the aggregate is 
nevertheless an impressive sum. 

For both the servicing agent and 
the investor, improved efficiency of 
servicing at lower cost offers the 
promise of increased investment re- 
turn. Much might be written about 
improvement already achieved if 
servicing processes, and the pros- 
pects for further improvement. The 
latter, in fact, constitute the real 
frontier of mortgage lending at 
the present time, and present 4 

(Continued on page 50) 
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A QUIZ GAME 
ABOUT BANK ADVERTISING 


TRUE 
OR 
FALSE ¢ 


By C. ARTHUR HEMMINGER 


Director of Advertising and Public Relations 
First National Bank in St. Louis, Mo. 


T A RECENT CONFERENCE to 
A which executive officers of 

correspondent banks of First 
National Bank in St. Louis were 
invited, it fell to my lot to talk for 
twenty-five minutes about bank 
advertising. 

Realizing that a twenty-five min- 
ute talk on any subject is at least 
six times as hard to prepare as a 
fifty minute talk—I employed a 
lazy man’s expedient and, instead 
of delivering a prepared address, 
conducted a true or false quiz game 
on the subject. 

Each member of the audience re- 
ceived a list containing 13 state- 
ments—(a ‘“banker’s dozen” in 
keeping with the many “extras” we 
bankers give the public)—and each 
was asked to go through his list 
and score the statements as true or 
false, while I attempted to do the 
same thing from the platform. 

Here are the 13 statements and— 
for what they’re worth—my opin- 
ions as to their validity. 


Statement 1: 


A bank’s advertising budget 
should be related percentage- 
wise to its deposits, annual 
earnings or capital funds... 
. is in my own opinion FALSE. 
The most recent nationwide sur- 
veys of bank advertising expendi- 
tures reveal that less than 10 per 
cent of reporting banks use the 
ratio method. The most widely used, 
and the most sensible method, is 
to base the appropriation on the 
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job to be done. This may not seem 
as scientific as applying precise 
mathematical percentages of de- 
posits, income or capital, but it is 
based on years of practical experi- 
ence in a great many successful, 
growing banks. 

We recommend for the average 
bank, the budgeting procedure out- 
lined in the American Bankers As- 
sociation’s booklet, “Your Bank’s 
Advertising—How to Make It Pay.” 
This system, which is essentially 
quite simple, involves surveying 
your market to determine which 
services can profitably be ad- 
vertised, then determining how 
much promotion each service is 


entitled to on the basis of potential 


income and institutional value; sur- 
veying the advertising program by 
services and media, and, finally, 
preparing a comprehensive “blue- 
print” as the basis for obtaining the 
proper advertising appropriation 
from your Board of Directors. 


Statement: 2: 


There is no accurate way to 
measure the dollar-and-cents 
return from any bank adver- 
tisement or advertising cam- 
paign... 

: unfortunately is TRUE. 


SIX WAYS 
TO TEST ADVERTISING 


tt! RECOGNITION 
2 Se OPINION 


My job and yours—if you’re 
sponsible for getting an advertisin 
budget approved—would be mueh 
simplier if it weren’t true. 

However, up to now, advertisi 
research experts have develope 
only six reasonably valid, objec 
techniques for testing advertisif 
effectiveness. None of these, will 
reflect with any certainty, the dok 
lars and cents value of an iné 
vidual ad or advertising campai 
conducted by a service institution, 
Mail order advertisers, of course, 
can measure advertising results i 
terms of dollars and cents and 9%, 
to a degree, can department store 
and other retailers who merchai- 
dise “convenience” and “shopping” 
goods in a mass market. 

That does not mean that we @ 
bankers should not check up whe 
ever possible on our advertising 
turns. The six principal tools 1 
advertising research available to® 
for this purpose are: 


(1) RECOGNITION tests ...w 
measure the size of the au@ 
ence your ad, _billboal 
radio or television prog 
attracts. 
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lhe letterhead paper youll, \ find. 
in offices where decisions count / 


COCKLETONE BOND 


In the offices of men who have 
helped create the world’s high- 
est standard of living you will 
find Cockletone Bond. These 
executives realize the impor- 
tance of selecting the correct 
letterhead to represent them. 
They find in this sparkling 
white paper all the qualities 


they look for in a letterhead— 
firm, “heavy” feel, crisp crackle 
and exceptional erasability. 
And, the cost of Cockletone 
Bond is surprisingly low. Why 
not investigate the advantages 
of appointing this quietly 
impressive letterhead paper as 
your business representative? 


You can obtain business printing on Hammermill papers 
wherever you see this shield on a printer's window. 
Let the Guild sign be your guide to printing satisfaction. 


SEND THIS COUPON for the FREE Cockletone Bond Portfolio. It 


CON 


contains a wide assortment of good, modern letterhead designs. 


AN) ARN 
You'll find it helpful in improving or redesigning your present , ay RR } 
letterheads. We will also include a sample book of Cockletone Bond. Y Y 


aN 
0 OG 
eons 


Hammermill Paper Company, 1505 East Lake Road, Erie 6, Pennsylvania. 


Name 


Position —_ 


(Please write on, or attach to, your business letterhead.) 
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COUPONS AND INQUIRIES ... 
which, in a limited way, re- 
flect the “pulling power” of 
your advertising. 

OPINION OR CONSUMER JURY 
tests . . . which tell whether 
people like your advertising, 
understand it and believe in 
it. 

MEMORY tests which 
measure the degree to which 
people remember your ad- 
vertising messages. 

SALES tests . . . which reflect 
sales differentials based upon 
advertising (or the lack of 
it) in different trade areas. 
(Unfortunately, this tech- 
nique does not lend itself to 
use by the average bank.) 
METERED tests . . . in which 
you evaluate your own ad- 
vertising according to pre- 
determined ‘“yardsticks” of 
advertising effectiveness. 


Statement 3: 
Institutional copy is old-fash- 
ioned and should. be replaced 
in modern bank advertising by 
copy which sells specific bank 
services... 
. in my opinion is FALSE. 
Institutional copy is out of date 
only when the word is used to 
justify dull-as-dishwater headlines, 
tombstone layouts and trite, lack- 
lustre copy. 
Many of the best advertisements 
ever written in banking and other 
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fields have been at least in part 
institutional. Clearly, one of the 
underlying purposes of all bank ad- 
vertising is to make character for 
the sponsoring institution. There- 
fore, it is axiomatic that even a 
hard selling, specific bank ad should 
also carry institutional overtones. 
Wherever possible it should also 
give the reader valuable, factual 
information in addition to the 
“sell.” 


George Burton Hotchkiss, dean 
of American advertising writers 
wrote to me several years ago about 
this point. “For more than 20 
years,” Professor Hotchkiss said, “I 
have consistently maintained—both 
in my oral lectures and in print— 
that ‘service’ copy is the most effec- 
tive kind for institutions that have 
only service to sell. 


“Service talks, if they are inter- 
esting and informative, will be read. 
The institution that publishes them 
will come to be regarded as an au- 
thority. Most important of all, peo- 
ple naturally receive the impression 
that any institution which gives 
service without being paid, can be 
depended upon for a fu!l measure 
of service when it is paid. 

“There is, of course, one impor- 
tant qualification. The institution 
should have a genuine service at- 
titude in its personal relations with 
its customers. Service copy for a 
bank should be merely a forerun- 
ner of the human service the de- 
positor will experience when he 


passes through the iron gates.” 


Statement 4: 
Humor is out of place in bank 
advertising, because, to the 
average person, “money ain't 
funny”... 
. . . Should be scored as FALSE. 
“More dividends from Financial 
Ads,” a research report released in 
1949 by the Bureau of Advertising 
of the American Newspaper Pub- 
lications Association, gave an aver- 
age readership index of 634 to four 
typical cartoon advertisements, 
compared to an average index 
figure of 100 for all financial 
advertising in the same news- 
papers. In other words, these 
humorous ads (all drawn by well- 
known, competent cartoonists) out- 
pulled straight financial ads by 
more than six to one. The same 
study, however, revealed that two 
bank ads featuring indifferent car- 
toons were 30 points below average 
in readership, while three “mid- 
dling” bank cartoon ads rated an 
average index figure of 101—a 
single point above par. The ANPA 
draws the conclusion that “lighter 
touch” bank ads, in order to sut- 
ceed, must employ “superior art- 
work, genuinely humorous situa- 
tions and, in general, show a close 
relationship with known-to-be- 
successful humorous techniques.” 


It is well to remember that 
humor is a fragile and evanescent 
commodity. If the yeast isn’t right, 
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NATIONAL BANK OF DETROIT 


COMPLETE BANKING AND TRUST SERVICE 


STATEMENT OF CONDITION, DECEMBER 31, 1952 


RESOURCES 


Cash on Hand and Due from Other Banks. $ 452,048,365.48 
United States Government Securities . . . 722,148,022.91 
SI’ or gh a es oe ye Pe 142,427,949.88 
Loans: 

Loansand Discounts .. . . . . §$ 331,674,421.48 

Real Estate Mortgages. .... . 69,758,980.66 401,433,402.14 
Accrued Income and Other Resources... 5,308,022.13 
Branch Buildings and Leasehold Improvements 3,885,674.61 
Customers’ Liability on Acceptances and 

Letters of Credit Og te a 2,360,536.43 

$1,729,611,973.58 


ey ain't LIABILITIES 


Deposits: 
Commercial, Bank and Savings . . . $1,471,418,451.95 
: United States Government. ... . 121,168,983.59 
eased in Other Public Funds . . ors 46,326,204.81 $1,638,913,640.35 


‘ALSE. 
‘inancial 


vertising Accrued Expenses and Other Liabilities . . 12,851,326.21 
er Pub- Dividend Payable February 2,1953 . . . 783,000.00 
Acceptances and Letters of Credit . . ... 2,360,536.43 
Capital Funds: 

Common Stock ($10.00 Par Value) . . $  15,660,000.00 

meee ees «Sn ars ie 45,000,000.00 
Ree OOO ee) ET te 14,043,470.59 74,703,470.59 
$1,729,611,973.58 


United States Government Securities carried at $170,111,841.87 in the foregoing 
statement are pledged to secure public deposits, including deposits of $16,751 3.39.29 
of the Treasurer-State of Michigan, and for other purposes required by law. 


BOARD OF DIRECTORS 


HENRY E. BODMAN B. E. HUTCHINSON GEORGE A. STAPLES 
ROBERT J. BOWMAN BEN R. MARSH DONALD F. VALLEY 
PRENTISS M. BROWN WALTER S. McLUCAS JAMES B. WEBBER, JR. 
CHARLES T. FISHER W. DEAN ROBINSON R. R. WILLIAMS 
CHARLES T. FISHER, JR. NATE S. SHAPERO C. E. WILSON 

JOHN B. FORD, JR. R. PERRY SHORTS BEN E. YOUNG 


43 OFFICES IN METROPOLITAN DETROIT 
Garden City +» Harper Woods « Inkster + Livonia « Plymouth « Wayne 
MAIN OFFICE—WOODWARD AT CADILLAC SQUARE—DETROIT 32, MICHIGAN 


Member Federal Deposit Insurance Corporation 
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or if it is killed by too much edi- 
torial kneading—the “lighter 
touch” ad is likely to become soggy 
and unpalatable in print. Therefore, 
if you attempt to use humor in 
advertising, be sure that your 
orders read: Proceed—with ezx- 
treme caution! If you’re absolutely 
certain your cartoon is deft and 
clever, that your layout combines 
the virtues of simplicity and speed 
of comprehension, and that it con- 
tains a genuinely humorous situa- 
tion, give it the highball. If, on the 
other hand, you feel it is even 
slightly below the level of a top- 
flight editorial cartoon, you will do 
yourself and the bank a good serv- 
ice if you consign it to the waste- 
paper basket. 


Statement 5: 
Due to the increased cost of 
newspaper, radio, television, 
outdoor and transportation ad- 
vertising, it would be more 
economical for the average 
bank to rely on personal calls 
and direct advertising such as 
novelties, mailing pieces, state- 
ment enclosures and throw- 
aways... 
. is FALSE. 


Take the case of X Bank. I won’t 
identify it except to say that it is 
a large and I believe very fine 
metropolitan institution located at 
Broadway, Locust and Olive streets 
in St. Louis. This bank’s advertising 
program employs seven major me- 
diums which together produce an 
average of 10,200,000 impressions 
on readers, listeners and viewers 
every month. 

To create the same number of 
advertising impressions over a 12 
month period through the use of 2c 
postcards—the cheapest direct ad- 
vertising medium available—would 
cost $204,000 in postage alone— 
which is approximately the amount 
of X Bank’s total annual expendi- 
ture for radio, newspaper, outdoor, 
Magazine, transportation, direct 
mail, television and all other me- 
diums of communication. 

Add to this the fact that advertis- 
ing in established mediums carries 
far greater prestige, interest and 
conviction than you could con- 
ceivably expect from postcards and 
you begin to see why it just isn’t 
practical to look for short cuts and 
substitutes. 
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Statement 6: 

Technical banking terms, used 
in financial advertising, create 
an insurmountable barrier be- 
tween the bank and its adver- 
tising audience ... 

. is emphatically TRUE. 

One of the reasons for lack of 
public understanding and apprecia- 
tion—in some instances even for 
dislike and distrust—of the banking 
business, is our unfortunate habit 
of building a language barrier be- 
tween ourselves and the public. 
And this barrier becomes higher 
and more formidable every time 
we use the words like “item,” 
“accrual,” “float,” “discount,” 
“clearings,” “transit,” “ancillary,” 
“amortize” and the rest. Remember, 
people don’t trust or like what 
they don’t understand. 


Statement 7: 
A clever slogan is indispensable 
to a good bank advertising pro- 
gram... 
. on the whole must be char- 
acterized as FALSE. 


Bank advertising history reveals 
only a few cases in which slogans 
have been used successfully and 
productively over a period of years. 


If you feel, in spite of all this, that 
you simply must have a slogan, 
there are a few simple rules that 
may help you construct a good one. 
The first and most important is to 
coin a slogan uniquely appropriate 
to your bank. (Comparatively few 
people can remember which toilet 
soap is for “that school girl com- 
plexion” and which is associated 
with “the skin you love to touch.’’) 

Three ways to localize a slogan 
to a particular institution are: 

(1) Make your name an integral 
part of the slogan. “Pay by __._____ 
National Check,” “It’s easy to Bank 
by Mail at - _ Bank,” 
and “Insist ona 
Bank Loan When You Build a 
Home,” are a few typical slogans in 
which the bank’s name 
porated. 

(2) Coin a slogan which can be 
pictorially or verbally associated 
with some well-known feature of 
your bank. (“The bank with the 
chimes,” “A tower of strength,” and 
“Founded by Alexander Hamilton” 
—are examples of readily asso- 
ciated slogans.) 


is incor- 


C. ARTHUR HEMMINGER 


(3) Use a slogan which describes 


one or more bank services and 


(“Where home 
ownership begins,” “When you 
need money, think first of _— t 
and “When you’re saving—you’re 
progressing,” are a few examples of 
this type.) 


their advantages. 


Statement 8: 

Photographic illustrations in 

bank ads attract more attention 

than any other type... 

. is TRUE. (But not entirely or 
necessarily so.) 

Ads with photographic illustra- 
tion, in most cases, receive the 
highest rating in readership sur- 
veys. Therefore, photographs are 
the recommended technique when 
you seek a mass reading audience. 

This does not mean, however, 
that photographs should be used at 
all costs, or in every type of bank 
advertisement. In trust advertising, 
for example, stark realism and mass 
readership are probably not your 
objectives at all, and art work, 
which has greater powers of sug- 
gestion, is therefore more likely to 
fill the bill. Also, a good, appro- 
priate line or wash drawing is al- 
ways to be preferred to a murky, 
un-contrasty or inappropriate pho- 
tograph. In each instance, the final 
choice must depend upon your own 
good judgment, common sense and 
—if you possess it—ability to vis- 
ualize and judge the worth of the 
finished product. 


Statement 9: 
Your “copy”—what you say im 
an ad—is the most important 
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rou’re 
les of 


THE NATIONAL CITY BANK 


OF NEW YORK 


. Head Office * 55 WALL STREET + New York 


67 Branches in Greater New York 


57 Branches Overseas 


Statement of Condition as of December 31, 1952 


Cash, Gold and Due from Banks $1,707,070,284 
United States Government Obligations 1,427,076,743 
Obligations of Other Federal Agencies 31,505,714 
State and Municipal Securities.............. 499,071,241 
I I oie oo 5 bis ticiatidd One dwiewnlees 94,649,031 
RANG GUD ROI. 6k nc ihc cp terecccaees 2,269,931,847 
Real Estate Loans and Securities............ 12,385,051 
Customers’ Liability for Acceptances......... 23,298,407 
Stock in Federal Reserve Bank.............. 9,420,000 

Ownership of International Penking 
Corporation 7,000,000 
I es es lc i iat mus kane 29,488,783 
Items in Transit with Branches 995,477 
Other Assets 5,222,622 
$6,117,115,200 


Deposits $5,613,861,572 
Liability on Acceptances and Bills. .$55,088,614 
Less: Own Acceptances in Port- 
24,839,403 
Due to Foreign Centra! Banks 18,410,100 
(In Foreign Currencies) 
Reserves for: 
Unearned Discount and Other Unearned 
28,342,712 
Interest, Taxes, Other Accrued Expenses, etc. 42,126,555 
Dividend 3,312,000 


(7,200,000 Shares—$20 Par) 
170,000,000 
72,222,858 386,222,858 


$6,117,115,20 


Figures of Overseas Erenches are as of December 23. 
$395,102,681 of United States Government Obligations and $18,520,100 of 
other assets are deposited to secure $319,509,504 of Public and Trust Deposits 

and for other purposes required or permitted by law. 


(Member Federal Deposit Insurance Corporation) 


Ee 


Affiliate of The National City Bank of New York for separate 
administration of trust functions 


CITY BANK FARMERS TRUST COMPANY 
Head Office: 22 William Street, New York 
Capital Funds $31,481,638 
We shall be glad to send a complete copy of the 1952 ‘‘Repert to Shareholders” 


of THE NATIONAL CITY BANK OF NEW YORK and CITY BANK FARMERS 
TRUST COMPANY to anyone who requests it 
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single factor in determining its 
success or failure... 
. is FALSE. 


It is pretty generally agreed that 
the “appeal”—the basic strategy of 
an ad—is the most important fac- 
tor in determining its success or 
failure. 

An old agency saying is “If the 
appeal is right, the office boy can 


write the copy.” 


This statement isn’t true, of 
course, but it does contain more 
than a grain of truth. Week after 
week, the widely used and au- 
thoritative Starch surveys of lead- 
ing magazines reveal that high 
readership ratings go along with 
appeals to basic human emotions; 
that the ads with the top scores are 
those that promise fulfillment of 
human wants and desires . . . ads, 
if you please, in which the basic 
strategy outweighs any considera- 
tion of literary merit. 

Other factors of almost equal im- 
portance are layout, headline, il- 
lustrations, size, position, frequency 
and form. Copy is, of course, an 
essential ingredient. But no amount 
of fine writing can save an ad which 
is deficient in appeal or which is 
seriously lacking in other respects. 


Statement 10: 
It is a good idea—and sound 
economy—to concentrate all of 
your advertising in a single 
channel, whether it be news- 
paper, radio, television, bill- 
boards or some other medium 


that reaches the largest pos- 
sible audience in your trade 
area... 

. is FALSE. 

Any sound advertising campaign 
should embrace (1) a study of the 
market, (2) an analysis of your 
bank’s services and how they can 
be profitably employed within your 
market, and (3) advertising of as 
many effective types and in as 
many effective mediums as is war- 
ranted by the potential profit that 
will accrue from the sale of your 
services. 

Obviously an advertising pro- 
gram arbitrarily limited to a single 
medium cannot hope to meet these 
reauirements. 


Statement 11: 

Planned advertising, even if 
the basic plan and execution 
are mediocre, is better than 
brilliant advertising without a 
plan... 

. . i8 TRUE. 


Occasional or desultory adver- 
tising efforts—no matter how bril- 
liant—can never hope to succeed 
as well as advertising which pro- 
ceeds according to plan. This is 
because, in advertising, nothing can 
take the place of continuity and 
persistence. One of the fundamental 
rules of advertising is “Keep ever- 
lastingly at it!” ... And that can 
be done best only where there is a 
plan. Graham Wallas, the political 
philosopher, once compared the 
public mind to a slow photographic 


plate .. . “He who would make a 
lasting impression,” he _ wrote, 
“must stand before the lens for a 
long time, in the same position. A 
bird flying across the camera’s field 
of vision leaves only a_ blurred 
image or none at all.” 


Statement 12: 
Because good syndicated ad- 
vertising materials are now 
plentiful, it is no longer neces- 
sary for bank advertising men 
to bother learning the technical 
details of the advertising busi- 
ness... 
. . is FALSE. 


The use of syndicated materials— 
“the way they come out of the can” 
—simply will not produce an effec- 
tive advertising program. The pub- 
lic is far more intelligent than we 
usually believe, even if people have 
less specific knowledge than we 
give them credit for. Therefore, it 
behooves the man charged with 
bank advertising responsibility to 
find out something about advertis- 
ing and to apply what he knows to 
his own bank’s program. 


Statement 13: 
A loyal, efficient, friendly staf 
and satisfied customers are, im 
the final analysis, the best bank 
advertising of all... 
. is, of course, TRUE. 


Certainly no form of advertising 
that you pay for can ever take the 
place of customer recommendation 


(Continued on page 51) 
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Hank of America 


NATIONAL 2RUSTAS2 ASSOCIATION 
Condensed Statement of Condition December 31, 1952 


( Figures of Overseas Branches are as of December 24, 1952} 
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Cash in Vault and in Banks . 


$1,473,880,867.24 


United States Government Securities end Secusisies 


Guaranteed by the Government . 
Federal Agency Securities . 
State, County, and Municipal Securities 
Other Securities . 


Loans Guaranteed or Insured by the ‘United 


States Government or its Agencies . 
Other Loans and Discounts . 
Bank Premises, Fixtures, etc. 


Customers’ Liability on Letters of € Credit, ete. 


Accrued Interest and Other Resources . 
TOTAL RESOURCES ....-. 


Capital . 
Surplus. . 
Undivided Profits ond Reserves . 


TOTAL CAPITAL FUNDS. 
Reserve for Possible Loan Losses . 


Demand , 
DEPOSITS } orn. and Time . 
Liability for Letters of Credit, etc. . 


Reserve for Interest, Taxes, etc. 


$4,040,208,772.98) 
3,444,907,410.89 


1,564,319,091.38 
191,956,285.64 
534,179,714.05 
123,397,684.41 


961,842,939.63 
3,107,307,531.84 
58,670,207.45 
147 868,602.49 
38,266,444.75 


$8,201,689,368.88 


LIABSEIVIRS 

- + + $150,000,000.00 
-  175,000,000.00 
- 99,302,145.68 


$424,302,145.68 
51,423,848.87 


7,485,116,183.87 


152,324,365.61 
88,522,824.85 


TOTAL LIABILITIES. . . . . . . «. « $8,201,689,368.88 


Main Offices in the two Reserve Cities of California 
SAN FRANCISCO + LOS ANGELES 
Branches throughout California 
Overseas branches: London, Manila, Tokyo, 
Yokohama, Kobe, Osaka, Bangkok, Guam 
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Member Federal Deposit Insurance Corporation « 


Member Federal Reserve System 


Bank of America 
(International) 
Home Office—New York, N. Y. 
A wholly-owned subsidiary 
Condensed Statement of Condition December 31, 1952 


RESOURCES 
Cash in Vault and in Banks . $19,303,188.61 


United States Government 


Obligations 16,344,332.29 


Loans and Discounts 20,861 207.11 


Customers’ Liability on Letters of 
Credit, etc 


Accrued Interest and Other 
Resources 


41,730,833.68 


302,893.38 


TOTAL RESOURCES . . . $98,542,455.07 


LIABILITIES 

$10,000,000.00 
Surplus 3,000,000.00 
Undivided Profits. . 185,553.81 


TOTAL CAPITAL FUNDS . . . $13,185,553.81 
Reserve for Possible Loan Losses. . 300,000.00 
Deposits 42,781 432.06 
Liability for Letters of Credit, etc. . 41,819,689.52 
Reserve for Interest, Taxes, etc.. . 455,779.68 


$98,542,455.07 


Capital 


TOTAL LIABILITIES . . 


COMBINED RESOURCES OVER 
$8 300,000,000 
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An Invitation to Think 


Investigation and consideration given suggestions by the Employee Council sometimes require a period of several months. 


This suggestion system is productive of many profitable ideas, but its chief value 
lies in the resulting development and growth of the individual employee. 


By WILLIAM L. RAPP,* 


Credit Department, Second National Bank, 
Houston, Tex. 


ious pieces of mail addressed 
to the bank, many of them 
checks, were being passed from one 
department to another in a search 
for the one for which they were 
intended. Realizing that this pro- 
cedure was causing a considerable 
loss of time in handling and delay 
in customer service, she suggested 
that a special effort be made to 
cause the bank’s customers to ad- 
dress their mail to the attention of 
the department concerned. The sug- 
gestion was duly processed and ap- 
proved, and Kate Keepers received 
a suitable reward. Thus, another 
idea was harnessed and put to work 
to the lasting benefit of all con- 
cerned. 
It might well have been a differ- 
ent story, however, had it not been 
for the suggestion system devised 


K ATE KEEPERS noticed that var- 


*Mr. Rapp was the 1951-52 choirman of his 
bank's Employee Council. 
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by our Second National Club in 
1947. It is this system which we 
feel is primarily responsible for 
the discovery and utilization of this 
and a great many other ideas which 
have proved to be very much worth 
while. Had there been no such sys- 
tem, few, if any of them would ever 
have come to light. 


The first award went to Susan 
Smith for the suggestion that we 
call our plan “On Second Thought.” 
This name was deemed very ap- 
propriate for a Second National ac- 
tivity and one in which deliberation 
is a prime factor. 

The suggestion system is admin- 
istered by an Employee Council 
which consists of a chairman and 
six other members who are elected 
annually by the employees of the 
bank. One of these members is 
chosen from each of the six “pre- 
cincts” into which the bank is 
divided. This division was made 


along departmental lines so that 
there would be at least one person 
on the council who is familiar with 
the circumstances and conditions 
surrounding any suggestion, what- 
ever the source or nature of it 
might be. 

“On Second Thought” has been 
very deliberately planned as an idea 
producing mechanism, designed pri- 
marily to aid us in: 

1. Obtaining constructive criti- 
cism and helpful suggestions from 
employees; 

2. Appraising those suggestions 
which appear to have merit and 
transmitting them to management 
for further consideration and dis- 
position; 

3. Rewarding employees whose 
suggestions are approved and 
adopted with a cash award. 

Behind this plan is the basic idea 
that the man at his desk, machine 
or wicket is the logical person to 
suggest better ways of doing his 
work. A_ generally recognized 
enemy of progress is the very hu- 
man tendency to become habituated 
to old ways of doing things. It is an 
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The original copies of the Declaration of Independence, the Constitution and the Bill of Rights now have their special shrine in the National Archives Building in Washington, D. C. 


At night, they descend into the protective custody of a new, specially engineered 50-ton Mosier Safe. 


More precious than the gold in Fort Knox 


Certainly, what they stand for is. 


For these treasured documents—the Declaration of 
Independence, the Constitution and the Bill of Rights 
—are the birth certificates not only of a nation, but of 
a way of life. Our way of life—that many of our fore- 
fathers and our sons have laid down their lives to 
defend. 


So it’s not surprising, is it, that these sacred documents 
occupy a special shrine in the National Archives 
Building in Washington, D. C. 


Nor is it surprising that Mosler, who was chosen to 
build the gold storage vaults at Fort Knox, should 
have been given the special assignment of providing 
the utmost security for these irreplaceable documents. 


When government and private enterprise, big business 
and small business, industry and science, educational 
and public welfare organizations desire protection of 
their records and treasures, they turn, almost in- 
stinctively, to Mosler. That has been true for over 
100 years. 


Mosler has made many installations, of course, vastly 
larger than the ingenious and complex 50-ton safe 
into which the Declaration of Independence, Consti- 
tution and Bill of Rights descend, at night, for security 
against almost every conceivable hazard. 


But none has been built with a more sober sense of 
responsibility or a higher respect for the pricelessness 
of security. Certainly, Mosler has never before built 
anything—with more pride. Or humility. 


IF IT’S MOSLER .. . IT’S SAFE 


% Mosler Safe ““z 


World’s largest builders of safes and bank vaults, including the U. S. Gold Storage Vaults at Fort Knox, and installations in the U. S. Copitol, U. S. Treasury, 
the Pentagon Building, U. S. State Department, and the United Nations Building. 
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important function of the sugges- 
tion system to break down that 
tendency, and to cause the em- 
ployee to seek out improved 
methods and techniques. The plan 
gives rise to an inquiring state of 
mind and prompts a lot of explora- 
tion and experimentation, including 
tests and comparisons of old and 
new methods which are sure to 
reveal opportunities for improve- 
ment in one detail or another. 


Take, for instance, the telegram. 
What could be more natural than 
that we should use the blanks with 
which we were supplied for both 
the original and duplicate—and 
what more natural than that a 
duplicate would occasionally find 
its way to the communications di- 
vision instead of going to the files 
and be sent a second time? One 
would suppose that the first time 
that occurred, a remedy would 
have been immediately developed 
and applied, but the old way per- 
sisted until it had happened three 
times. To quote from the Council’s 
report: “In two cases the second 
wire was sent by a person who was 
doing relief work and had no 
knowledge of the first wire having 
been sent; in the third case the 
duplicate copy was delivered to our 
communications division about four 
days after the original had been 
dispatched.” It was suggested that 
the forms prepared for use as 
original and duplicate be plainly 
marked and printed on different 
colors of paper so that there would 
be no possibility of mistaking one 
for the other. The council’s report 
concluded: “Although the bank 
sustained no loss in the sending of 
the duplicate wires, it could have 
been very costly; therefore the 
council recommends an award of 
$50.00...” 


Forms Simplified—Rooms Numbered 


Other suggestions have involved 
the simplification of formis resulting 
in a considerable saving of time, the 
numbering of rooms and depart- 
ments with corresponding listings 
in the bank directory in order to 
enable employees to more readily 
direct customers to the various de- 
partments of the bank; a double 
check of certain interest calcula- 
tions; and printing on the reverse 
side of the statement stub contain- 
ing the service charge calculation, 
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Vice President Hugh J. Bernard and the author look on as Mrs. Lillian Wikle places a suggestion 
in one of a number of “On Second Thought” boxes located throughout the bank. 


an explanation of the bank’s serv- 
ice charges. Such an explanation 
had been presented to all customers 
in a booklet entitled “You and Your 
Bank,” but it was found that the 
booklet was promptly misplaced 
and that much time was being spent 
explaining our charges to new cus- 
tomers. 


Still another suggestion read as 
follows: 

“The back of a teller’s receipt 
given to a customer is blank. This 
space may be utilized by printing 
on it forms of advertising such as 
our loan department, trust, and 
the other services our bank ren- 
ders. Since this receipt is kept 
in the possession of the customer 
for a length of time, he would 
be very apt to notice this ad- 
vertising. The advertising could 
vary from month to month.” 
Investigation revealed that very 

little cost would be involved in giv- 
ing effect to this suggestion, since 
these forms were lithographed by 
the bank’s own equipment. It was 


also found that changes in adver- 
tising could be made very easily 
and quickly. 

One suggestion has given rise to 
a brand new system of suggestions. 
We have a building committee 
which is making a study of plans 
for a proposed new building, and 
it was suggested that employees be 
invited to offer suggestions to the 
committee, the suggester adding, 
“If these details were gathered and 
tabulated, immense good might 
come of it and many costly mis- 
takes might be avoided. In addition, 
each employee would take a greater 
interest in something which he felt 
he might have helped to create. The 
same thing might apply to our cus- 
tomers ...”’ The plan was approved, 
and, while the council itself takes 
no action on this type of sugges- 
tion, it has passed a vast number of 
ideas along to our building com- 
mittee for study. 

Our building plans are far from 
complete, but there will be sure 
to be a number of cash awards for 
the employees’ suggestions which 
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S ociety * Savings 


THE CITY OF CLEVELAND 
Founded 1849 


TRUSTEES STATEMENT OF CONDITION 
ye ke el, ae Co. December 31, 1952 
Robert F. Black 
President, White Motor Company 
a ne Warner & Swasey Co. RESOURCES 


Harold T. Clark 
Attorney (Less Reserves) 









Frank M. Cobb 
j= archer Cleveland Electric Iiuminating Co. Cash on Hand and Due from Banks. . . . . $ 17,981,705.82 












T. J. Conwa United States Government Obligations. . . . 69,812,534.00 
President, Fisher Brothers Co. (Including $13,800,000.00 as Lawful Reserve) 

Frederick C. Crawford Orties Hives 6 ese 6 ee ee 6 es 32,015,385.65 
President, Thompson Products Company 

Ernest C. Dempsey First Mortgage Loans on Real Estate . ... 96,970,353.58 


Attorney, Squire, Sanders & Dempsey 





Other Loans and Discounts. .... elena. 40,294,147.32 
George Durham : 
President, Wheeling & Lake Erie Company Bank Premises—127 Public Square ..... 1.00 
Randolph Eid 
estion cGhabenn of the Board, Bank Parking Lot—W. 3rd & Frankfort Ave.. 1.00 
The Ohio Bell Telephone Company 
Se aecte BD, Peenes Interest Accrued and Other Assets. .... . 898,145.26 
dver- President ee 


Total. . . . . + « » $257,972,273.63 





Dwight P. Joyce 
President, The Glidden Company 


vote LIABILITIES 


Richman Brothers Company 


easily 











ise to 
tions. 


nittee James L. Myers 


Chairman of the Board and President, Surplus . . . . 7 a. GS ae Bee . . . . . . $ 15,000,000.00 

























plans Clevite Corporation P P 
, and a taliain W Dicaiins Reserve for Contingencies .... . ee ee 2,447,745.95 
es be ny pean mere eT Reserve for Taxes and Expenses. ...... 831,417.60 
to the Drake T. Perry ° : 
dding, Secretary, Harshaw Chemical Co. Savings Deposits . . « ce sece + « « « 230,326,247.68 
d = neay ©. Cereaen Cline CNG 5 6 5 etree 6,713,834.09 
mig : a sat 
mies Herman L. Vail Deferred Credits and Other Liabilities. . . . 2,653,028.31 
oes Attorney, Sayre, Vail & Steele ee 
lition, | john S. Wilbur Total. . . . « « « « $ 257,972,273.63 
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Vice President, Cleveland Cliffs Iron Company 


Arthur P. Williamson 
President, Dill Manufacturing Company 


Security and Uninterrupted Dividends to 
Six Generations of Savers 
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are finally incorporated in the new 
structure. 


The employee who proposed the 
suggestions for the new building 
cited a profound truth.-when he 
said, “ . each employee would 
take greater interest in something 
which he felt he might have helped 
to create.” That applies with equal 
force to all “Second Thought” sug- 
gestions which have been approved 
and adopted. Perhaps the greatest 
benefits derived from the system 
will be found in the greatly. in- 
creased satisfaction the employee 
obtains from a job at which ‘he is 
working creatively. 


A Builder of Morale 


The employee who is engaged in 
a constant search for ways of 
achieving greater efficiency and 
better service, and who occasionally 
discovers a means of improving 
some detail of his work, will be sure 
to have an intense interest in his 
job, and that interest will relieve 
it of every element of humdrum 
routine that may have character- 
ized it in the past. Recognition of 
merit, both past and prospective, 
is a tremendous builder of morale 
and enthusiasm, and greater effi- 
ciency is the inevitable result. 


To return to the mechanics of the 
system, its object, of course, is to 


WILLIAM L. RAPP 


invite and investigate all employee 
suggestions with an eye toward 
improvement of existing methods, 
equipment and procedures; reduc- 
tion of operating costs; better 
working conditions, and the ce- 
menting of the employer-employee 
relationship. In order to be con- 
sidered for an award, a suggestion 
must have incorporated in it a posi- 
tive, constructive idea that promises 
distinct benefits to the bank in its 
operation, or in its relations with 
its employees, its customers or the 
public in general. 

Suggestions which are aimed pri- 


THE SECOND NATIONAL BANK 


OF HOUSTON 
HOUSTON, TEXAS 


THIS IS A RECEIPT FOR YOUR DEPOSIT 


ALL DEPOSITS MADE BY OR FOR THE ACCOUNT OF A CUSTOMER ARE ACCEPTED BY 
THE BANK SUBJECT TO THE CONDITIONS AS SHOWN ON THE REGULAR FORM DEPOSIT 
TICKET FURNISHED BY THE BANK TO ITS CUSTOMERS. 


THE BANK SYMBOL. TRANSACTION NUMB 
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a new car you 
i) check fi- 
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t ly payments. 
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As the result of one suggestion, it was found that the previously blank reverse side of 
the teller's receipt could be made to serve as an effective means of advertising, at nominal 
expense, the various services offered by the bank. 
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marily at the comfort or conven- 
ience of an individual are generally 
regarded as ineligible, unless the 
promised improvement has such an 
important bearing on the general 
morale as to actually affect effi- 
ciency of operation. 

Officers and members of the 
employee council are not eligible 
for awards for suggestions that per- 
tain to their own departments. 


Our system has been designed to 
give the suggester positive assur- 
ance that his suggestion will re- 
ceive full and fair consideration. 
A suggestion box is located on 
each floor of the bank, and a sup- 
ply of suggestion forms is kept in 
the lower compartment of each 
box. Each blank has an appended 
stub, and both blank and stub are 
given the same number so that the 
stub will serve to identify its holder 
should an unsigned suggestion re- 
ceived an award. In the latter 
case, the serial number of the sug- 
gestion is published each month in 
our staff magazine, “The Teller,” 
until the award is claimed. 


Anonymity a Good Thing 


Generally speaking, anonymity of 
the suggester is a good thing for at 
least two reasons: It removes any 
possibility that the decision of the 
council will be influenced by con- 
siderations involving the person 
making the suggestion rather than 
the merits of the suggestion, itself; 
and it relieves the suggester of any 
fear of embarrassment or loss of 
prestige should it develop that his 
suggestion is faulty. 


The council’s secretary period- 
ically picks up the suggestions 
which have been deposited, and 
mimeographed copies are distrib- 
uted to each council member four 
to six days prior to the regular 
monthly meetings. The opportunity 
thus given the members of the 
council to make an independent 
study of the ideas submitted, en- 
ables them to come to the meeting 
the more fully prepared to assist in 
shaping the council’s decisions. 


The suggestions are usually taken 
up by the council for consideration 
in the order in which they have 
been submitted. Following a 
thorough discussion of each, pre- 
liminary investigations are begun. 

(Continued on page 52) 
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Progressive 
farming is your 


® Working collateral—the modern ma- 
chine on the modern farm—respresents 
one of the best investment sources for 
bank funds. And because farm mechan- 
ization is growing rapidly, the need for 
farm equipment financing is increasing 
day by day. 


Bankers have been instrumental in 
putting labor-saving farm machines in 
the hands of the farmer. Not only have 
your farm equipment loans benefited the 
individual farmer, but the whole com- 
munity lives better when tools like these 
are at work. 


So, in addition to being a sound in- 
vestment for your bank’s funds, farm 
equipment loans also provide you with 
the satisfaction that comes with helping 
to bring progress and better living to 
your community. 

See your local IH dealer today for 
details concerning this profitable and 
productive way of investing your bank’s 
funds. 


“E-ROTH AND soy 
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WORT the Maw? 


Holder in Due Course 


Question: Jones, the payee of a check, added to it his 
stamped endorsement and mailed it to Smith from 
whose mail box it was stolen. Doe, who was in the 
check cashing business, cashed the check on which 
no other endorsement appears. Neither Smith nor 
anyone authorized by him presented the check to 
Doe to be cashed. Jones intended to pay a debt owing 
to Smith with the check. Smith was not paid by this 
means and Jones brought suit against Doe on the 
check. 

As a defense, Doe contended that he was a holder 
in due course because he was a holder for value and 
without notice that ‘tthe person negotiating the 
check did not have title to it. Doe offered no proof. 
At the trial, the question at issue was whether Doe, 
in accepting the check from the bearer had ‘knowl- 
edge of such facts that his action in taking the check 
amounted to bad faith.” Was Doe a holder in due 
course? 

Answer: No. Under the N.I.L., every holder is deemed 
prima facie to be a holder in due course; but when 
it is shown (as it was in this case) that the title of 
any person who has negotiated the check was defec- 
tive, the burden is on the holder (Doe) to prove 
that he acquired title as a holder in due course. Since 
Doe offered no proof whatsoever of the identity of the 
person from whom he acquired the check, (as would 
be reasonably be expected of one in the check cash- 
ing business), the court held that Doe was chargeable 
with gross negligence which amounted to lack of good 
faith. Under the facts of this case, explanation was 
required of Doe. Accordingly, the court held that 
Jones was entitled to judgment. (Geisinger v. Flam- 
berg, 1952, Mun. Ct. NYC., 115 N.Y. Supp. (2) 324) 


Warehouse Receipts 


Question: Bag Co. petitioned the court for an order 
directing N Bank to deliver to Bag Co. certain ware- 
house receipts held by the bank upon payment into 
court by Bag Co. of such sum (in cash) as the court 
might fix as security for the payment of the bank’s 
claim against Bag Co., which claim was in dispute. 
The warehouse receipts represented certain paper 
belonging to Bag Co., of a special kind ‘and quality 
required by Bag Co. in the manufacture of bags and 
was not availak’e by purchase in the open market. 
Can Bag Co. require N Bank to turn over the ware- 
house receipts? 

Answer: Yes. Where N Bank made no claim of title 
to the paper, but was merely trying to impress there- 
on its lien for an unpaid balance which may or may 
not hereafter be determined to be due it by Bag Co., 
the Chancery Court in Delaware held that N Bank 
would suffer no injury by the substitution of cash 
(paid into court) for the security of the warehouse 
receipts. In fact, it would seem that its position rela- 
tive to the security offered for the payment of Bag 
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This feature will appear regularly in 


future issues of Bankers Monthly. 4 
be our endeavor fo supply informa- 


tion on points of hw which any banker 


may at any time encounter in the course 


Phi: dey enith: Radsiin vnbit 
fecl free to send us their comments on any 
of the points discussed, and to submit 
questions of their own for similar 


treatment. 


Co.’s claim would be definitely improved. In view of 
the fact that for certain reasons the paper would 
shortly be of no value at all to Bag Co., the court 
ruled that to permit the bank to retain the warehouse 
receipts as security for the disputed claim of the 
bank, pending the determination of this dispute, 
would cause Bag Co. to sustain irreparable injury 
and would be of little or no benefit to bank. (Modern 
Dust Proof Bag Co. vs. Commercial Trust Co., 1952, 
91 Atl. (2) 469) 


National Bank Stock 


Question: Section 33 of the National Banking Act 
provides that any shareholder of a national bank 
consolidating with another bank who votes against 
the consolidation is entitled to have his shares in the 
bank redeemed at their fair market value. Doe pur- 
chased shares in a national bank for speculation pur- 
poses, after the announcement of a proposed con- 
solidation with another bank. Is Doe entitled to the 
statutory appraisal and payment for the shares so 
purchased? 


Answer: Yes. (Central-Pennsylvania National Bank 
vs. Portner, 1952, 69 B.L.J. 405) 


Bank's Loss of Security on Loan 


Question: Smith purchased a car from Jones (an 
automobile dealer) for $2,350. A deposit of $300 was 
paid on May 22 and the balance of $2,050 was paid 
in cash to Doe (Jones’ salesman who handled the 
sale) for transmission to Jones. On May 26, Doe de- 
livered to Jones a check for $2,050 and signed 
by Mary Doe, his wife. At that time, Jones turned 
over to Doe the manufacturer’s statement of origin 
bearing an assignment to Smith. As was customary, 
Doe took this assignment to the Motor Vehicle 
Bureau and obtained a certificate of ownership in the 
name of Smith. Although the car was delivered to 
Smith, Doe failed to deliver the certificate of owner- 
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ship. Instead he forged Smith’s name on the blank 

assignment attached to the certificate, filled in his 

(Doe’s) name as assignee, obtained a new certificate 

in his own name, and executed a chattel mortgage 

to N Bank on the car to secure a loan which he 

obtained from the bank. 

a) Can Smith recover from Jones the purchase price 
of the car? 

b) Can N Bank recover from Jones the amount of its 
loan to Doe? 

c) Can Jones obtain a cancellation of the chattel 
mortgage held by the bank? 


Answer: a) Yes. No. c) Yes.—Reversing the lower 
court decision, the Supreme Court of New Jersey 
held that it was Doe’s forgery and misappropriation 
of the certificate of ownership issued to Smith and 
the absence of any examination of the car or of any 
inquiries of Jones or Smith by the bank which re- 
sulted in the bank’s grant of the loan. (Moss vs. 
McCrane Motors, 1952, 88 Atl. (2) 195) 


National Banks Doing Business in a State Without 
Qualification 
Question: N Bank, a national bank employed Doe 
as an agent to sell travelers checks in Massachusetts. 
The bank brought suit against Doe in the Federal 
District Court in Massachusetts for an accounting as 
to the checks sold. Doe contended that the bank was 
not entitled to sue him in Massachusetts since the 
bank was actually doing business in Massachusetts 
and as a foreign corporation had not qualified to 
transact business within that state as required by the 
Massachusetts statute. Was Doe’s contention correct? 


Answer: No, the Federal Court held that the mere 
employing of an agent to sell travelers checks did 
not constitute doing business in Massachusetts, and 
moreover, that the Massachusetts statute would be 
unconstitutional if applied to a national bank such as 
N Bank. (Bank of America vs. Lima, 1952, 103 Fed. 
Supp. 916) 


Bank Examination Fee 


Question: The C Bank of Utah paid to the Utah bank 
commissioner a $3,450 “fee” for the cost of supervi- 
sion and examination of the bank as required by 
statute. Under the Utah law, a bank having assets 
of $12,000,000 would pay the same fee as one having 
assets of $8,000,000. C. Bank paid the “fee” under 
protest in 1949 and 1950 and then sued the State of 
Utah to recover this sum. Can C Bank recover? 
Answer: Yes, the Supreme Court of Utah held that 
since the “fee,” as calculated under the statute, bore 
no reasonable relationship to the amount of work 
or time consumed in supervising and examining the 
bank, it was in reality a tax, and as such violated the 
state constitutional provision for uniformity. (Com- 
mercial Bank of Utah v. State, 1952, 244 Pac (2) 
364) 


Statute of Limitations on Forged Travelers Checks 


Question: Williams purchased $400 of American Ex- 
press travelers checks in January 1946. Soon there- 
after the checks were stolen and honored by the 
Express Co. on a forgery of Williams’ countersigna- 
ture. The checks were actually paid on January 14, 
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1946, but Williams did not make demand on the 
Express Co. until April 18, 1947 and did not com- 
mence suit until January 31, 1952. The Express Co. 
contended that Williams’ cause of action accrued at 
the time of payment on January 14, 1946 and since 
Williams’ action was not commenced until January 
31, 1952, it was barred by the New York six year 
statute of limitations. Was this correct? 

Answer: No, the New York Supreme Court held that 
the period of limitations would be counted from the 
date of demand (April 18, 1947), and that therefore 
Williams was not barred by the New York six year 
statute of limitations. (Williams vs. Clark, 1952, 112 
N.Y. Supp. (2) 


Joint Checking Account 


Question: Jones and Smith maintained a joint check- 
ing account with N Bank. According to the deposit 
slip, the account was a joint account in the name of 
“John Jones and Joe Smith.” Subsequent to the 
opening of the account John Jones became incom- 
petent, and while he was so incompetent the bank 
permitted him to make withdrawals from the account 
with checks drawn on his signature alone. Smith con- 
tended that the amount deposited in the joint account 
could only be withdrawn by checks signed by both 
Jones and Smith. Can Smith recover? 


Answer: Yes. The Court of Appeals of Georgia held 
that “in the absence of a statute or express agree- 
ment to the contrary, withdrawals from a joint de- 
posit in a bank require the authority of all the de- 
positors.” (Liner v. Commercial National Bank, 
1952, 69 S.E. (2) 119). 


Holder in Due Course 


Question: Smith, the original holder (and payee) of 
a note and mortgage, transferred them to Jones by a 
separate instrument of assignment. There was no 
endorsement on either the note or mortgage. The 
note was admittedly negotiable, “being payable to 
order.” At the time of the transfer all three instru- 
ments were simply fastened together with a clip. 
Would Jones be a holder in due course of the note? 
Answer: No. For one to be a holder in due course of 
an order instrument, the endorsement must be writ- 
ten on the instrument itself or upon a piece of paper 
attached thereto. Here, there was no such requisite 
endorsement. The instruments purported to have been 
transferred to Jones by a separate instrument of 
assignment given by Smith and merely attached to 
the note by a clip. This was not sufficient to make 
Jones a holder in due course of the note. (Bailey v. 
Mills, 1952 Sup. Ct. Ala. 58 So (2) 446) 


Service Charges 


Question: Under present ceiling price regulations is- 
sued by OPS may a bank institute a new type of “no 
minimum balance checking account” which it does 
not presently offer? 

Answer: Yes. Under CPR-34, Amdt. 3 to SR-22, effec- 
tive December 10, 1952, provided the bank applies 
to the appropriate OPS District Office for the estab- 
lishment of a ceiling price therefor. The proposed 
ceiling price for the new service may not be higher 
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INSTANTLY ACCEPTED... 
WITH NO QUESTIONS ASKED! 


“Signal says tourists coming—don’t take 
any cheques but American Express Travelers Cheques.” 


Honest Injun — American Express Travelers 
Cheques are easier to cash, in more places, 
than any other travelers cheques. 

Heap good reason, too! More than 60 years 
of service, backed by vigorous national adver- 
tising and promotion, have made American 
Express Travelers Cheques the best-known 
cheques by far... instantly recognized and 
accepted in a million places. 

In travelers cheques, that difference in 


acceptability is the big difference—the wide 
margin that separates the best from “almost 
as good” for your customers. 

When you think how much your bank 
spends to get a new customer—how much you 
invest in advertising—can you run the risk of 
embarrassing him? Give your customers top 
value for their purchase price with American 
Express Travelers Cheques—the best travelers 
cheque service in the whole wide world! 


AMERICAN EXPRESS TRAVELERS CHEQUES 


Safety plus Service no other cheques can offer! 
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than the ceiling price of the closest bank serving a 
comparable market and supplying the identical no 
minimum balance checking account service. The bank 
may not sell the new service until the proposed ceil- 
ing price has been approved by OPS, but the pro- 
posed ceiling price will be considered approved 20 


Your son worked for you in the business last 
summer, and you paid him a total of $591. He 
also won $10 in an advertising slogan contest. 
You can— 


a. Take a full $600 dependency exemption for 
him. 

b. Take a half exemption. 

c. Take no exemption. 


While on vacation with your wife last summer, 


you entertained several men you do business 
with. Is this— 


a. Deductible as a business expense? 
b. Not deductible, since you were vacationing? 


c. Deductible only if you and your wife file a 
joint return? 


You made a non-business loan of $2,000 to a 
friend last March, and he promptly disappeared, 
leaving absolutely no trace. You can probably— 


a. Deduct the full amount as a bad debt on 
your 1952 return. 


b. Deduct only half of it. 
c. Take no deduction at all. 


You earned more than $3,600 in your business. 
The social security tax is— 


a. Not levied on ‘your own income. 

b. $81, paid with your income tax return. 
c. $54, paid to the Social Security Board. 
d. $54, paid with your income tax return. 


Which of the following contributions is not de- 
ductible? 
a. Your local Community Chest. 
b. The American Legion. 
c. A political party. 
d. The YMCA. 





days after receipt of the bank’s application by OPS, 
unless within that time, OPS notifies the bank other- 
wise. If a bank institutes a new type of account under 
this amendment, it must continue to supply each type 
of account which it supplied during the base period 
or since. 


Your Tax |.Q. in Three Minutes 


(If you're an expert) 


We’re indebted to the American Institute of Accountants, the national profes- 
sional society of certified public accountants, for this Tax I. Q. test. 


(Answers on page 52) 


You failed to take all your allowable deductions 
on your 1950 return. You can— 


a. No longer file a claim for a refund. 

b. File a refund claim as late as 1954. 

c. Stop worrying, since you will get a refund 
automatically. 


Your wife works for you in your business. She— 
a. Is required to pay social security. 
b. Is not subject to social security. 
c. Can choose whether she does or does not | 
want social security coverage. 


In December, you spent $1,000 for built-in book- 
shelves and wall-to-wall carpeting for your of- 
fice, on which your lease has three years to run. 
You can— . 

a. Deduct the $1,000 on your 1952 return. 

b. Amortize the cost over the next three years. 

c. Depreciate it over the life of the furnishings. 





There are a few leaks in the shingle roof of your 
office building, so you construct a new tile roof 
Taxwise, the cost is— 


a. Deductible as a repair. 
b. Deductible in the current year as an im- 
provement. 


ce. Depreciable—a portion deductible each year 
of its useful life. 


In determining your taxable income, which of 
the following taxes you pay is not allowed as a 
deduction? 


a. Real estate tax. 

b. State income tax. 

c. State inheritance tax. 

d. Motor vehicle license fee. 
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“The Hanover Bank continues to rank among the leading banks of the 
country in correspondent bank relationships. It is gratifying that nearly 
600 domestic banks of our 2400 banking correspondents here and abroad 
have been our customers for more than half a century.” —From The Hanover 
Bank’s 1952 Annual Report. 
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New Recordak Bantam Microfilmer gives you 


® Greatest number of 
pictures New 40-1 reduction ratio 


enables you to put up to 29,000 check images 

. up to 10,700 letter-size documents on a 
single 100-ft. roll of Recordak Microfilm. 
Greatest number of pictures ever . . . at the lowest 
film cost per picture. 


© Fastest operating 
speeds New built-in automatic 


feeder whisks over 500 checks into the Bantam 
per minute; over 200 letter-size documents. 
Your operator simply feeds by the handful— 
easiest, fastest routine ever. A boon for time- 


pressed banking staffs! 


@ Desk-top convenience 


New, streamlined all-metal design—the last 
word in efficiency. Imagine—less than 4 sq. ft. 
of desk space is required. And everything’s at 
your finger tips—the feeding tray and the 


Ar qe th i ne 


receiving tray, for example, only inches apart. 
Just wait till your operator sees the new 
“BANTAM.” 


@ Exceptional Value... 
only $1800 That’s the surpris- 


ingly low purchase price of the Recordak 
Bantam Microfilmer. In addition, one year of 
service—including parts replacement—is pro- 
vided at no extra cost. Accessory lens kits for 
microfilming at reduction ratios of 32-1, 24-1 
and 19-1 are available at slight extra charge; 
can be interchanged in minutes to give you the 
desired reduction size. 


Rental price for Recordak Bantam Micro- 
filmer: $43.50 per month, including Recordak 
Film Reader, Model P-40. No extra charge 


for servicing or necessary parts replacement. 


Call in your local Recordak representative 
today for full details. Or write directly to 
Recordak Corporation (Subsidiary of Eastman 
Kodak Company), 444 Madison Avenue, New 
York 22, N. Y. 
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NABAC Offers Anti-Fraud 
Kit to All Banks 


T IS INCONCEIVABLE that there 
| could still be a bank in the 

country that is unaware of the 
record the banks of the country 
are chalking up in the matter of 
defalcations and’ embezzlements. 
Suffice it to say for present pur- 
poses that the FBI’s J. Edgar 
Hoover has reported an increase of 
8.6% in bank embezzlements dur- 
ing the first eight months of 1951 
as compared to the preceding year, 
and that the FDIC figures show an 
increase of 5.33% in the number 
of defalcations in insured banks in 
the first nine months of 1952 over 
that of the same period in 1951. 


The National Association of Bank 
Auditors and Comptrollers has ap- 
plied direct action to the problem 
of bank defalcations throughout 
the entire period of its existence. 
It is this year intensifying its cam- 
paign for the adoption by all banks, 
everywhere, of measures that will 
spare people, banks and communi- 
ties all the evil consequences 
which flow from a bank embezzle- 
ment. A press release has this to 
say about its “1953 offensive:” 


As a major part of an early 1953 
offensive in their War on Bank 
Fraud, The National Association of 
Bank Auditors and Comptrollers is 
making available an Anti-Fraud Kit 
to every bank in the country at 
just $2. 

The Association’s president 
George Ehrhardt stated, “We are 
doing this because of the current 
need for more ways to combat bank 
fraud. Four helpful auditing pub- 
lications are included: in this Kit: 
‘Audit Program for. the Smaller 
Bank’, ‘Audit Schedule Control 
Book’, ‘Audit Aids for Small and 
Moderate Sized Banks’, and the 
‘Audit Schedule for Smaller Sav- 
ings Banks.’ ” 

Mr. Ehrhardt, who is assistant 
vice president of The Hanover Bank, 
continued, “We have stepped up our 
War on Bank Fraud each year—and 
we'll continue to do so. We feel 
that the volume of auditing in- 
formation prepared by our members 
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can be put to work in one of the 
most important causes in banking 
history—preventing and detecting 
fraud. Today the need for this is 
more urgent than ever.” 

NABAC’s president pointed out 
that as World War II came to a 
halt, predictions were made that 
history would repeat and crime 
would climb steadily. This proved 
to be true. Six years after the 
cessation of hostilities in that war, 
the trend was still up. 

What does all this mean? 

“Tt means that bank management 
—especially bank directors—must 
stop hiding their banks under a 
bushel audit-wise,” said Mr. Ehr- 
hardt. “Of course, we would cer- 
tainly not state conclusively that 


banks with good audit programs 
are not subject to fraud. That 
would be a fallacy. However, if 
there is another means of prevent- 
ing and detecting fraud that is bet- 
ter than continuous, careful internal 
auditing, we have yet to hear about 
it. 

“Our Association was formed 
more than a quarter century ago to 
perfect auditing procedures, and we 
have come a long way since. 
NABAC has stressed the impor- 
tance of auditing and released de- 
tailed data on the subject to almost 
5,000 bank members through con- 
ventions and conference meetings 
and the printed word. One example 
of the latter is the AUDITGRAM— 
our monthly magazine of bank con- 
trol and operation—which has been 
a most constant source of audit in- 
formation during the last quarter 
century. This monthly journal 
contains a balance of subjects with 
emphasis on auditing—especially in 
smaller banks.” 

Another example described by the 
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ormed , = Lord Cornwallis came to Wilmington 
ago to in April 1781, as his headquarters he requisi- 
nd we tioned part of the finest dwelling in town, the home 
since, of Judge Joshua Grainger Wright. Although he 
npor- stayed only two weeks, this fine old North Caro- 
d de- A | lina mansion has ever since been known as 
most Yy the Cornwallis House. For many years initials 
. con- ’ scratched on a windowpane in the drawing room 
etings were reminders of the brief 

ample é : romance between a junior of- 

:AM— Ss ficer on Cornwallis’ staff and 

¢ con- Q one of Judge Wright’s lovely 

: been vET! daughters. By an amazing co- 

it ing incidence, a century later 

sartal when a descendant of the 

nll Wright family was returning 

writs } * "hss oy Se NS to Wilmington from a trip 

; “id abroad, she met on shipboard a young English- 
man who confided that he was making a pilgrim- 
age to the Cornwallis House to see the initials 
by the & which one of his ancestors had engraved on a win- 

: dow with his heavy diamond ring. 
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The house was built in 1771 by the wealthy 


> Sse wy . 
> John Burgwin, treasurer of the colony. When he 


y' » 
ter. Ghee aetits BPRS c 


3 ly. LAL eereeneen @ went to England at the start of the Revolution he 


leased the house to Judge Wright who later pur- 
chased it. 


The foundations were built on the site of the 
old town jail. In the dungeon beneath the house 
were confined many rebellious colonists who dis- 
obeyed the edicts issued by Cornwallis. According 
to local lore, leading from the dungeon to the Cape 
Fear River was a tunnel through which many 


persons escaped. 


This gracious home of Southern aristocrats 

was used by armed forces in three wars: During 

the Revolution it was occupied by the British; in 

i the War Between the States it quartered Federal 


iv... officers after Wilmington had been captured by 

Spa f a 4 a | Union armies; and in World War II it served as 
‘ Bee sa an officers’ club. 

The Cornwallis House is now the headquarters 

of the North Carolina Society of the Colonial 

Dames of America. Authentically restored, it is 

open to the public through the society’s generosity. 


The Home, through its agents and 
brokers, is America’s leading Sues WtewtCE 
insurance protector of American homes 


and the homes of American industry. Home Office: 59 Maiden Lane, New York 8,N. Y. 


FIRE ° AUTOMOBILE ° MARINE 
The Home Indemnity Company, an affiliate, writes Casualty Insurance, Fidelity and Surety Bonds 


Copyright 1952, The Home Insurance Company 
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NABAC president is the “NABAC 
Manual on Bank Accounting, Au- 
diting and Operation” which was 
published in 1943. Just last year, 
this book was revised and the new 
300-page treatise is the most com- 
plete and informative book on the 
subject ever printed. It covers 
bank audit procedure, trust depart- 
ment auditing, auditing in small 
banks, direct verification, and basic 
insurance and surety bonds. It also 
contains material on bank account- 
ing, operations, and filing, storage, 
and destruction of bank records. 

When exposed fraud continued 
to increase, NABAC stepped up its 
efforts and made an unprecedented 
move at its national convention in 
Atlanta, Ga., and openly declared 
War on Bank Fraud. 

At the same time, the Association 
adopted the theme, “An Audit 
Program in Every Bank—Regard- 
less of Size,” and all their facilities 
were offered to banks interested in 
installing a program. 

Mr. Ehrhardt enumerated the 
major auditing aids prepared by his 
Association to assist these banks. 
The “Direct Verification Manual,” 
printed by NABAC in 1949, is a 
complete treatment of one of the 
most effective fraud preventives. It 
covers verification of deposit, loan, 
collection and safekeeping accounts, 
and includes 22 verification forms as 
well as an outline of a direct veri- 
fication procedure for the smaller 
bank without a trained auditing 
staff. 

The Association places great em- 
phasis on this manual because their 
studies of methods of concealment 
used in more than a thousand actual 
bank defalcation cases showed that 
in 64.7% of these, immediate dis- 
closure would have followed veri- 
fication of the accounts with cus- 
tomers. This book is now a part of 
the “NABAC Manual,” however, a 
small supply of the original printing 
is still available. 

The “Audit Schedule Control 
Book” gives internal audit controls 
for banks with (1) three employees, 
(2) four to seven employees, and 
(3) eight or more employees. It 
is still very much in demand among 
smaller banks and is being made a 
part of NABAC’s Anti-Fraud Kit. 

The “Audit Program for the 


Smaller Bank”—also to be included 
in the Kit—covers audit and con- 
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trol programs, protection against 
contingent liabilities and losses, and 
a chart and manual of general 
ledger accounts. 


Also available is “Audit Aids— 
for Small and Moderate Sized 
Banks’—the third publication in 
the Anti-Fraud Kit. This booklet 
was written by Roy F. Buchman, 
chief auditor of the Mellon National 
Bank, Pittsburgh, Pa. It was re- 
printed by the Surety Association of 
America and has been given wide 
distribution. 


The most recent NABAC publica- 
tion offered to the banking fra- 
ternity is NABAC’s “Audit Schedule 
for Smaller Savings Banks’. This 
book was written for savings banks, 
and contains excellent audit pro- 
cedures for savings accounts and 
real estate mortgages in all banks. 
A copy is now being mailed to each 
member of the Association and it is 
also being included in the Anti- 
Fraud Kit. 


Conventions Welcome All Bankers 


All bankers who are interested 
in installing or improving auditing 
programs in their institutions are 
always welcome at the widely ac- 
claimed conventions of the Asso- 
ciation. Regional conventions this 
year will be held in Baltimore, 
Memphis, Omaha, and Los Angeles. 
The national convention will take 
place in New York City. In addi- 
tion to discussions of auditing in 
the session halls, delegates also have 
the opportunity of seeing the latest 
















developments in machines designed 
for safer banking. 

NABAC’s President Ehrhardt 
says he feels there is a stronger 
need than ever for more audit con- 
sciousness and that he is pleased 
that his Association can offer this 
volume of helpful material to 
banks. ' 

“It’s fortunate,” he said, “that at 
a time like this, when fraud is on 
a rampage, bankers have a ready 
hand willing to help them perfect 
their safeguards. It was only with- 
in the last decade that adequate 
material has been made available 
to satisfy the need.” 

To further its campaign to cur- 
tail the spread of fraud, the Asso- 
ciation is now making an appeal 
to the chairman of the board in 
every bank in the country. 

“This month,” Mr. Ehrhardt ex- 
plained, “we are mailing an audit 
questionnaire entitled—‘Mr. Bank 
Director/Trustee’—to each board 
chairman, following a general mail- 
ing of the booklet to our member- 
ship. Much time and thought by 
members of our Auditing Commis- 
sion resulted in the development 
of a short, easy-to-read booklet 
which, we think, will help give the 
all important bank directors an in- 
sight into their responsibilities. 

“We are printing enough copies 
for every bank director in the coun- 
try and we would like to ask for 
the cooperation of everyone who 
can help make this important ac- 
tivity a success.” 

He also announced that the Asso- 
ciation, is now preparing an “Audit 
Schedule for Smaller Trust Depart- 
ments” and a booklet entitled “In- 
ternal Safeguards for Country 
Banks.” 

Another aid toward safer bank- 
ing being made available’ by 
NABAC is their School for Bank 
Auditors and Comptrollers which 
will open June 29, 1953. Applica- 
tions are now being distributed by 
Registrar D. R. Cochard (at 
NABAC’s Headquarters) for this 
vitally necessary educational ven- 
ture. It will be a three-year course 
(two weeks each:year) featuring a 
year each of accounting, auditing, 
and control. 

NABAC’s Anti-Fraud Kits are 
available at their Headquarters— 
Suite 762, 38 South Dearborn 
Street, Chicago 3, III. 
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IRviING TRUST COMPANY 


NEW YORK 


STATEMENT OF CONDITION, DECEMBER 31, 1952 


ASSETS 


Cash and Due from Banks . $ 339,133,328 
U. S. Government Securities . . 352,584,818 


U. S. Government Insured 


F.H.A. Mortgages ... . 20,214,136 
Other Securities ........ 32,660,250 
Stock in Federal Reserve Bank . 3,150,000 
Loans and Discounts 631,886,324 
First Mortgages on Real Estate . 833,738 
Banking Houses ...... 14,930,742 


Customers’ Liability 
for Acceptances Outstanding . 15,057,147 


J ere 3,903,310 
$1,414,353,793 


LIABILITIES 
Capital Stock 
Surplus 55,000,000 
Undivided Profits 16,392,783 
Total Capital Accounts. . . 121,392,783 
Deposits 1,263,910,338 
Reserve for Taxes and 
Other Expenses ...... 7,818,809 
Acceptances: Less Amount 
in Portfolio 15,854,342 
Other Liabilities 5,377,521 
$1,414,353,793 


United States Government Securities are stated at amortized cost. 
Of these, $88,493,443 are pledged to secure deposits of public 
monies and for other purposes required by law. 


DIRECTORS 


WILLIAM N. ENSTROM 
Chairman of the Board 


RICHARD H. WEST 
President 


HARRY E. WARD 
hairman 


Honorary Ci 


= NRY P. BRISTOL 
of the Board, 
Briel. Myers Company 


JOHN F. DEGENER, JR. 
C. A. Auffmordt & Co. 


WILLIAM K. DICK 
New York, N. Y. 


PHILIP F. GRAY 
Senior Vice President 


ay ee «. SABvET, JR. 
The Flinikote Company 
HAROLD A. HATCH 


Vice President, 
Deering Milliken & Co., 


DAVID L. LUKE, JR. 
President, West Virginia 
Pulp and Paper Company 


HIRAM A. MATHEWS 
Senior Vice President 


a = Bid MOORE 
Canada ae Dey Ginger Ale, Inc. 
MICHAEL A. MORRISSEY 


Honorary Chairman, 
The American News Company 


PETER S. PAINE 
5 York & Pennsylvania Co. 


LeROY A. PETERSEN 
President, Otis Elevator Company 


J. WHITNEY PETERSON 
President, 
United States Tobacco Company 


“i L. REISS 
resident, 
noe Manufacturing Corporation 


FLETCHER W. ROCKWELL 


Greenwich, Conn. 


WILLIAM J vanes. 
New York, 


FRANCIS L. WHITMARSH 
President, 
Francis H. Leggett & Company 
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Pay Isn't Everthing! 


Mere offers of more money from the outside contain little or no 
inducement for the employee who likes the treatment he is 


receiving as a person. 


By CHARLEY H. BROADED* 


Director, Management Development Institute, Mercer Island, Wash. 


holds a rather unenviable posi- 
tion in today’s highly competi- 
tive labor market. Bank salaries are 
not the highest, yet they are usually 
as high as the management dares 
to boost them and stay within the 
necessary labor cost limits. Already 
acute labor shortages will most 
likely become more so, due, in part 
at least, to competition of higher 
paying defense plant industries. 
The day your best employee 
hands in his resignation to take a 
more lucrative job in the local air- 
craft factory is not the day to begin 
formulation of a policy designed to 
hold old employees and to attract 
new ones. By that time, much of 
the damage has already been done. 
There is, in fact, no reason why 
such a policy should be limited only 
to periods of acute labor shortage. 
An enlightened policy of employee 
relations will pay rich dividends 
even when the labor supply is 
plentiful. 


One of the first fallacies that 
should be exploded is the belief 
that employees are _ interested 
solely in the amount of money the 
job pays them. Other job satisfac- 
tions can be provided to hold the 
loyalty of one’s employees. Those 
satisfactions moreover will often 
outweigh a considerably higher pay 
scale offered by a competing em- 
ployer. They can be learned and 
they can be provided for your em- 
ployees. 

The problem is twofold: (1) to 
keep as many of your good, well- 
trained employees on the job as 
possible, and (2) to offer an attrac- 
tive place of employment for good 
quality job applicants to replace 
those who do leave. Even under the 
most favorable circumstances there 


Tre BANK MANAGER as employer 


*Mr. Broaded is author of the book, “Essentials 
of Management for Supervisors” published by 
Harper & Brothers. 
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will be a number of employees who 
will leave their jobs for reasons 
beyond the control of the manager 
or his supervisors. In a tight labor 
market, most of the best workers 
are already working, the majority 
of applicants being those of “mar- 
ginal” capacity. The bank manager 
must be sure he is not filling his 
force with too many of these. 


The two phases of the problem 
are closely related to one another. 
Factors which make your institution 
a desirable place to work for those 
already on the job, will also at- 
tract new and more intelligent ap- 
plicants for vacancies. They will 
build invaluable “word of mouth” 
advertising for your bank as a 
desirable place of employment. 


Other incentives besides pay must 
therefore be provided to keep your 
working force intact, and even to 
expand it if necessary. What are 
those incentives, and what steps are 
necessary to put them into effec- 
tive operation for you? 


1. Favorable personal relations 
with immediate supervisor and co- 
workers. 


Contrary to some _ textbook 
thinking, this is the most important 
single reason why people will pre- 
fer one place of employment over 
another. To the average bank em- 
ployee, his relations with his super- 
visor and with other bank em- 
pldéyees are of more importance 
than earning a somewhat higher 
salary in another establishment. If 
you and your supervisors practice 
a policy that treats your employees 
as individuals with consideration 
and respect, give them the kind of 
training that they need, do not ex- 
pect the impossible, and give them 
the proper kind of supervision, you 
will be providing -your employees 
with incentives which are often of 
greater importance than a consider- 
able pay differential. 


2. Continuity of employment. — 

Especially for employees over 25” 
to 30 years of age, continuity is of 
greater importance than a tempo- 
rarily higher salary. They will pre- 
fer working for a_ substantial 
organization that gives every indi- 
cation of continuing in full opera- 
tion for an indefinite period of time, 
If your bank has been in operation 
for a considerable number of years, 
that point should be emphasized in 
interviewing new job applicants, 
Another advantage of bank em- 
ployment that should be stressed, 
is the fact that year ’round employ- 
ment will be provided. 

3. Group medical and life ine 
surance plans. 


Medical costs and insecurity f 
their dependents in case of deat 
are a deep source of worry to mo 
individuals. Through group medic 
and life insurance plans, the em 
ployee can purchase greater protec 
tion more economically than h 
could as an individual. If you off 
your employees a_well-round 
plan that they can afford to carry 
they will have one more excellent 
incentive to remain in your em- 
ployment. Such a plan should pro- 
vide (a) minimum income in casé 
of accident or illness; (b) payment 
of principal medical expenses; and 
(c) a reasonable amount of lifé 
insurance. Some larger companieg 
have extended the principle to in¢ 
clude retirement benefits as well. — 

4. An enlightened retirement 


policy. 

One of the surest ways to aa 
deep-seated dissatisfaction withi 
your working force is to abruptl 
chop an older employee off the 
payroll when advanced age makes 
it impossible for him to continue té 
handle the job he has been doing. 
There is always—barring excessive 
senility or disability—some job he 
will be able to do if you will take 
the trouble to find it. If, on thé 
other hand, you dismiss him, word 
of the dismissal will spread through 
the entire working force and inté 
the community, creating ill-will 
toward your firm. You may los 
many times the illusory immediaté 
gain in taking him off the payroll 

Many employers still do not real 
ize the value of the older worker§ 
including those who are not yé 
nearing retirement age. Employee 
of 30 years and older are usually 
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ese FOR HUM-DRUM TASKS 
e ink There’s a new chapter in the old story that it’s good 
; business to finance the purchase of farm machinery. 
; For one thing, the high price level of farm products 
ty fom . . . plus the scarcity and high cost of competent 
coon farm labor . . . now makes modern machines more 
mom than ever a necessity for the farmer, a sound basis 
edical for constructive loans. 
> em= But there’s something else, something special, 
mer something exclusive—Eagle Hitch Farming. It’s not 
a a single step forward, but a whole list of advantages 
i for nearly every job on the farm—in fact, a bril- 
unded liant new way to do farm work. It’s a new one- 
aa minute hook-up of tractor-mounted implements, a 
~~ new constant-depth principle of plow control, new 
a uniformity in contour tillage, new efficiency in 
chess saving crops with combine and forage harvester, 
oa new ease in farmstead hauling. 
Z — There is nothing narrow about Eagle Hitch 
_ A‘ Farming. It embraces more than a dozen different 
. = a tractor models in three power groups. It includes 
ne dozens of Eagle Hitch implements for tillage, 
~ 7 planting, cultivation. It extends into operations 
— with drawbar implements and power take-off ma- 
a chines. Any Case dealer . . . and only a Case dealer 
. can show you Eagle Hitch equipment and its 
oa drastic departure from the limitations of old ways. 
sess All Case dealers and customers are consistently 
ruptly encouraged to place their financing with local 
ff the Ye eh Ft “ institutions. J. I. Case Co., Racine, Wis. 
makes 5% nae’ Te ta 5 es 4.. 
nue to} i. Bonet: oat Bam on Sees eS OL OE 
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nediatel & | ey ae 4 x Contour tillage gets a boost with the Eagle Hitch Break- 
vayroll, a Away Contour Plow. Its pivotal action overcomes the 
5 tendency of plows to swerve in or out on curves, keeps 
yt real+ : : : map 
| ; them cutting correct width on winding contours. Break- 
orkers, ye Fae 5 ; away device “lets go” on striking stump or stone, avoids 
lot yet 4 damage to beams or shares. Built for the 3-plow “DC” 
ployee call Tractor, as shown, and for the big 2-plow Model “SC.” 
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much more satisfactory than those 
in their early twenties. They have 
settled down, assumed responsibili- 
ties and dependents, are more de- 
pendable, and have established bet- 
ter working habits. Even in their 
60’s and 70’s, what they have lost 
in vigor they often more than com- 
pensate for in other respects. 


5. Adequate information about 
the bank’s economic progress. 

This point involves keeping em- 
ployees informed about the progress 
which your institution has made in 
terms of physical and economic 
growth, its success in terms of non- 
confidential figures, etc. Employees 
should be informed about major 
objectives and how well they have 
been achieved, as well as plans 
for the future. The employee will 
feel that he knows something about 
his company, and will relate his 
own efforts to those objectives. He 
will not feel that he is just a small 
cog in a big wheel, even in the 
largest organizations. 


6. Group activities. 

Company picnics, bowling teams, 
group dinners, hobby activities as- 
sociated with your institution, etc., 
help build a group spirit that is 
desirable. This also goes back to 
point 1, by fostering friendly per- 
sonal relations with supervisors 
and co-workers. It gives the em- 
ployee a feeling of belonging to a 
group. 

7. Good community relations. 

Participation by you and by 
other bank supervisors in com- 
munity activities of various sorts 
will have the incidental benefit of 
making it easier to recruit new em- 
ployees. By serving such organiza- 
tions as the Community Chest, the 
Red Cross, Boy Scouts, civic im- 
provement organizations, etc., you 
meet many people whom you would 
not otherwise know. As a leader in 
the community, word of your ac- 
tivities will inevitably get around. 
And a job applicant has much less 
hesitation about seeing someone 
whom he has met or who is known 
to a friend of his, than a complete 
stranger. 

8. Attractive physical surround- 
ings. 

Employees much prefer to work 
in a clean, modern, attractive es- 
tablishment. An incidental benefit 
of that modernization program you 
have been planning, therefore, will 
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be that it will make your bank a 
more attractive and desirable place 
to work. Even a fresh coat of paint 
and a redecoration job will accom- 
plish much in this connection. Other 
related points that employees ap- 


preciate are locker facilities, wash- 
ing facilities, clean rest rooms, good 
lighting, and provision of space 
where those employees who wish 
to do so, may eat their lunches in 
reasonably attractive surroundings. 


What Bosses And Workers Want 


The worker wants a “‘good” boss, and the boss wants the 


same kind of worker. 


What is a “good"’ boss or worker? 


The author developed these two descriptions in a recent Per- 
sonnel Management Course. 


| WANT A WORKER... 
Who likes his job. 
Who knows his job. 


Who keeps himself physically fit. 
Who wants to do a day's work for a day's pay. 


Who wants to get ahead. 


Who is always on the job unless excused. 
Who is cheerful—not sullen. 


Who 
self and his fellow workers. 


works safely—with due consideration for him- 


Who gets along well with his fellow workers. 

Who gets a bang out of a job well done. 

Who tries to avoid waste and cut costs. 

Who looks for a better way to do the job. 

Who tells the truth; who is sincere. 

Who gripes little and looks forward. 

Who keeps a spirit of teamwork. 

Who asks questions when he needs help. 

Who is willing to face his personal problems squarely. 
Who tries to put himself in my place now and then. 
Who feels that his job is a privilege—not a right. 

| would give a worker like that my best—you would 


too! 


| WANT A BOSS... 


Who had something to do with hiring me and who 


wants me to work for him. 


Who helps me when | am new to get acquainted with 


my job. 


Who explains to me just what my job is—just what 


| am expected to do. 


Who tells me frequently how I'm getting along—what 
| do well and what | don't do well—who shows me how 


to do better. 


Who not only thinks of me for what | am but also for 


what | may become. 


Who takes a personal interest in me and my problems. 
Who listens to my ideas for making the job easier and 


better. 


Who has something to do with my pay and does it 


when the time comes. 


Who stands up for me when | am right. 

Who is honest and four-square with me. 

Who tells me about changes before they are made. 
Who has a personal faith and confidence in me. 

| would work my heart out for a boss like that—you 


would too! 


Travis A. Elliott, civilian personnel officer, Red River 
Arsenal, Texarkana, Tex., in Personnel Journal. 
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Remington Rand Methods News 


2 Profitable extra uses 
for account 
address stencils 


One bank reports that they have re- 
placed all their unit desk cross file 
guides with a new type on which the 
visible indexing insert, Remington 
Rand Tip Top Left and Right 
Guides, is a direct print from the 
account’s address stencil. This one 
simple and obvious aid, which they 
had not previously used, prevents 
the potential errors in typing the 
guide insert. With this system, 
check filing is speeded and nearly 
all normal missorting eliminated 
because of the clear indexing. To 
find out more about this and other 
applications for Tip Top Guides, ask 
for free folder LB 385. 

Want to get faster access to cus- 
tomer facts? Install a Remington 
Rand Kardex-Chaindex record. The 
entries on this centralized system 
are printed from your address 
plates on the interlocking Chaindex 
cards. These are snapped into place 
in the appropriate Kardex pockets 
or removed just as readily. The 
record is always up to the minute. 
Kardex-Chaindex js 30 to 60% 
faster than conventional files be- 
cause of visible reference to indi- 
vidual customer card pockets and 
compact arrangement of complete 
information within. For full infor- 
mation on this new plan for customer 
information files, ask to see Man- 
agement Controller MC-1731.1. 


Electri-conomy saves time, 
work, money in bank 
correspondence and reports 


A prominent Midwestern bank has 
recently installed Remington Elec- 
tri-conomy typewriters for multiple 
copy letters and reports. With these 
latest Remington electric typewrit- 
ers, letters have a uniform, easy-to- 
read appearance. What’s more, a 
dozen good carbon copies are no 
greater problem than one. Discover 
how this bank’s findings can help 
solve your typing problems. Ask for 
free insert RE-8528. 
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BANK FINDS DUAL FILM-A-RECORD WIDENS MICROFILM APPLICATIONS 


This large Midwestern bank has used microfilm for listing checks for many years. 
Recently, they installed 10 Remington Rand Dual Film-a-records. Now they not only 
get fast transcribing of checks and other small sized documents, but with Dual’s 
exclusive 15” wide feeding throat, they get fast and efficient microfilming of their 
largest sized documents such as ledger cards, mortgages and wills. For full details 
on the speed, economy and versatility of Dual Film-a-record, see booklet F-264. 


Figure work goes faster 
with the new all-purpose 
printing calculator 


Figure work is the heart of all finan- 
cial operations—computations of in- 
terest on real estate loans, market 
values of securities, interest earned 
on estimated reserves, account 
analyses, as well as departmental 
and account distribution, listing de- 
posit slips and checks and dozens of 
others. The Remington Rand all- 
purpose Printing Calculator was de- 
signed to meet these needs. This 
versatile figuring machine solves 
every problem and gives you re- 
corded proof of accuracy on the 


printed tape. The balanced perform- 
ance of the Printing Calculator as- 
sures you of top figuring speed. 
Short-cut Multiplication and auto- 
matic division are combined with 
high-speed listing, adding and sub- 
tracting and every step of every 
computing problem is printed. Only 
with the 10-key keyboard can you 
enter each number with the same 
ease and speed as any other number 
— only the Printing Calculator gives 
you operation completely by touch. 
You'll find full details on this Rem- 
ington Rand development in free 
folder AC 540. 


Remington. Flarnd 
Management Controls Reference Library 
Room 1725, 315 Fourth Ave., N. Y. 10 
Please circle literature desired: 
LB-385 MC-1731.1 RE-8528 

F-264 AC-540 


Name 


Title 





Company 
Address 


Zone____ State 





S.L. A. Lists New Sources of Statistical Information 


In the March 1950 issue of 
BANKERS MONTHLY, the Financial 
Division of the Special Libraries 
Association presented a list of books 
dealing with statistical information 
in the economic, business, financial, 
and agricultural fields. 

At the request of the editor, the 
Division has kindly consented to 
bring this list up-to-date by mak- 
ing the following valuable addi- 
tions: 


The County and City Data Book, 
1949, one of the supplements to the 
Statistical Abstract, presents in 
compact form data on economic and 
social characteristics of each county 
and about 400 larger cities in the 
United States. The data is taken 
from the most recent Censuses of 
Business, Manufacturers, Agricul- 
ture, etc. Available from Superin- 
tendent of Documents, Government 
Printing Office, Washington 25, 
D.C., at $3.50. 

Another 


publication providing 


county data is County Business 
Patterns, prepared by the Bureau of 
the Census and the Bureau of Old- 
Age and Survivors Insurance. This 
shows employment, taxable pay- 
rolls, and number of industries in 
different employee size classifica- 
tions, for manufacturing industries 
in all counties. In small counties, 
only totals for the county are given. 
Available from Superintendent of 
Documents, Government Printing 
Office, Washington 25, D.C. US. 
Summary, $.25: No. 1, New Eng- 
land and Middle Atlantic, $.45; No. 
2, East North Central and West 
North Central, $,50; No. 3, South 
Atlantic, East South Central, and 
West South Central, $.55, and No. 
4, Mountain,’ Pacific, Alaska, and 
Hawaii, $.35. 


The Handbook of Labor Statistics, 
1950 edition, is seventh in a series 
of these handbooks. It contains sta- 
tistics on employment and payrolls, 
earnings and wage rates, prices and 
cost of living, output, construction, 


Bank Stocks 


Our analysis of the 1952 year-end reports of a grou 
) ) P g 


of outstanding banks is completed and now available. 


A copy will be sent free upon request. 


We deal actively in bank shares and are prepared to 


buy or sell in large or small blocks at net prices. 


Blyth & Co., Inc. 


New York - 
Boston « SPRINGFIELD - 
Louisvitte + Derrort 


SacRAMENTO - FREsNO - 


PHILADELPHIA + PirtsBURGH * 
MINNEAPOLIS - 


San Jose - 


San Francisco - Cutcaco - Los ANGELES - SEATTLE * PorTLAND 


CLEVELAND « [INDIANAPOLIS 


Spokane + Oaktann - Eureka 


Pasapena + San Dieco 


housing, social security, and con- 
sumer’s cooperatives. The various 
tables include annual and monthly 
data and are sometimes broken 
down for states and _ standard 
metropolitan areas. The majority 
of the series are compiled by the 
BLS, although there is some use of 
material from other Federal 
agencies. Some of the more impor- 
tant BLS publications which give 
current statistics to supplement the 
Handbook are Employment and 
Payrolls, Detailed Report; Monthly 
Labor. Review; Current Labor Sta- 
tistics; Hours and Earnings Industry 
Report; Construction; and BLS An- 
nual Bulletins. The Handbook is 
available from the Superintendent 
of Documents, Government Print- 
ing Office, Washington 25, D.C., for 
$1.25. 


The Survey of Current Business, 
a monthly, published by the De- 
partment of Commerce, contains 
standard statistical series on na- 
tional income, production, sales and 
inventories, prices, trade, employ- 
ment, finance, and business data 
broken down by industry. The two 
most important supplements to this 
publication are Business Statistics 
and National Income, the 1951 edi- 
tions being the latest available. 
National Income gives a finer 
breakdown of the national income 
series- given in the other publica- 
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“Look, Jones, we'd prefer you'd spend 
your day off away from your desk.” 
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I Dining the five-year period 1946-1951, the FBI 
reports a total of 2,765 bank defalcations in in- 
sured banks! Embezzlements rose to more than 
$7,000,000 in each of the past two years. In- 
complete figures for the early months of 1952 
reveal shortages of over $2,000,000—with a surprising 
number of them running into six figures. What’s 
more, large losses are not confined to large 
institutions. 


WHAT YOUR BANK CAN DO NOW! 


Make sure that the amount of your blanket bond 
is in line with your bank’s size and operations, as 
strongly recommended by the F.D.I.C. Make sure, 
too, that you have a well-planned and closely 
supervised audit and control program. 
Our agent in your community will gladly arrange 
to have one of our bank protection specialists 
help you re-survey your particular exposures. Why 
not call him* now? Be sure your bank is safe- 
guarded against today’s rising embezzlements! 

* If you don’t know his name, just 


write our Agency & Production 
Department. We'll furnish it promptly. 


AMERICAN SURETY 


mummmmenmme (COMPANY 


100 Broadway, New York 5, N. Y. 


tions, with detailed information on 
consumption, business, government, 
foreign trade, and savings and in- 
vestment. These also are obtained 
from the Superintendent of Docu- 
ments, Government Printing Office, 
Washington 25, D.C., at $.30 a copy 
or $3.00 a year for Survey of Cur- 
rent Business, $1.00 for National 
Income, and $1.50 for Business Sta- 
tistics. 


Of particular interest to bankers 
is a semiannual publication of the 
Federal Deposit Insurance Corpora- 
tion entitled Commercial and Mu- 
tual Savings Banks; Assets, Liabili- 
ties and Capital Accounts, Capital 
and Other Ratios. This data is given 
both by state and by type of bank, 
and includes real estate loans as 
well as the information mentioned 
in the sub-title. This is obtainable 


| directly from the FDIC free of 
| charge. 


Each year the Federal Reserve 


| Board puts out a study called the 
| Survey of Consumer Finances, ob- 
| tainable from the Board of Gov- 


ernors of the Federal Reserve Sys- 


tem, Washington 25, D.C. In 1952 
| this was published in three sec- 
| tions: consumer expectations as to 
| economic trends and consumer in- 
| vestment preferences; purchases of 
| durable goods and houses in 1951 
| and buying plans for 1952; and 


income, selected investments and 
short-term debt of consumers. This 
information is based on a survey of 
a representative national sample of 
consumer spending units, conducted 
for the Board by the Survey Re- 
search Center of the University of 
Michigan. 


The Bureau of Internal Revenue 


| publishes an annual series on Sta- 


tistics of Income, Part I based on 
individual income tax returns and 
taxable fiduciary income tax returns 
and Part II based on corporate and 
personal holding company tax re- 
turns. Because of a time lag in the 
publication of the final report the 
preliminary reports are often the 
most useful. In these reports, in- 
come is broken down by types and 
areas and some historical data is 
given. These are obtainable from 
the Superintendent of Documents, 
Government Printing Office, Wash- 


FIDELITY - SURETY - CASUALTY - INLAND MARINE - ACCOUNTANTS LIABILITY 
plete SE nats NARA 
AVIATION INSURANCE THROUGH UNITED STATES AVIATION UNDERWRITERS. INC. 
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/ expansion 
problem? 


Be wonderful, of course, if your bank could 
stretch like a balloon to accommodate your continuing growth. 


But since it can’t, your wisest course is to save all the 


footage you can. By installing Monroes. Monroes not only are the most 


compact bookkeeping machines you can buy...not only save 


Handles bank's most vital bookkeeping 
jobs— commercial and savings 

posting. Easy-to-operate “Velvet Touch” 
keyboard. Complete visibility. Direct 
subtraction and automatic totals in 

all registers. Front insertion carriage, 
exact printing alignment. Quick 
program changes. 


valuable space. ..they’re so fast, versatile, efficient, they insure 
you top figure production as well. If saving space yet increasing 
efficiency interests you, your Monroe representative will 


gladly show you why Monroes are the answer. Call him today. 


MONROE 


MACHINES FOR BUSINESS 


MONROE CALCULATING MACHINE COMPANY, INC.— GENERAL OFFICES, ORANGE, N. J. 


Branches for Sales and Service Everywhere 





for Part I and $.10 for Part II of the 
1949 preliminary releases. 


Information on particular indus- 
tries is available in special pub- 
lications. Statistics of Electrical 
Utilities in the U.S. is an annual 
publication of the U.S. Federal 
Power Commission, obtainable from 
the Commission at a price of $1.00. 
The Bureau of Statistics of the 
American Gas Association puts out 
an annual record titled Gas Facts 
which may be obtained at their 
New York office for $1.00. Each 
year the Institute of Life Insurance 
in New York publishes the Life In- 
surance Fact Book, free to the pub- 
lic. The automotive industry is well 
covered in Automobile Facts and 
Figures, put out by the Automobile 
Manufacturers Association in De- 
troit 2. The Agricultural Finance 
Review and supplement is espe- 
cially helpful on agricultural credit. 
It is an annual report of the De- 
partment of Agriculture, obtainable 
at a cost of $.50 from the Superin- 
tendent of Documents, with a sup- 
plement coming out midway be- 
tween annual publications. 


“... 1 ask you to realize, with me, 
that we have wonderful things to 
live for and that we have greater 
things to fight for. Under our sys- 
tem we can have liberty without 
license; we can have security with- 
out bondage; we can have employ- 
ment without exploitation; and we 
can have purpose without dictation. 
And I am ready to fight at the drop 
of a hat for those precious things.” 
—Reverend William Hills, Vicar of 
Cadboro Bay, Victoria, B.C., before 
the Houston Convention of the 
A.I.B. 
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Big Saving With Small 
Punch Card Checks 


Confronted with the problems of 
increasing volume, limited space 
and mounting costs, President Ber- 
nard E. Finucane of The Security 
Trust Company, Rochester, N.Y., 
two years ago launched a research 
project directed to the purpose of 
introducing all possible efficiency 
into the bank’s check handling 
operations. The number of accounts 
was increasing at the rate of two 
per cent a month, more room was 


needed for added personnel, costs » 


were threatening to exceed the 
charge of 10c a check, and there 
were too many errors. 

William F. Farrell, assistant vice 
president, had been, for some time 
previously, devoting much of his 
time to an investigation of possible 
improvement in the bank’s opera- 
tions. His investigations led to the 
conclusion that “punch card” checks 
were the best solution—particularly 
in view of the fact that their use 
would afford the bank additional 
use of its IBM equipment. 


TRACERS CO. 
of AMERICA 


AV NY 22 NY 


It was found that while punch 
ecard checks of the standard size 
have been very successfully used, 
some difficulty had been expe- 
rienced in processing them on ac- 
count of the mutilation to which 
they were subjected by the folding 
which was necessary to fit them into 
purses, wallets and pockets. Further 
research revealed that the necessity 
for most, if not all, of this folding, 
could be eliminated by reducing the 
size of the check. It was finally 
determined that a 3% x 5-inch 
check would best meet the needs of 
the situation, all things considered. 


The number of employees in the 
department handling approximately 
12,000 accounts on which some 
3,200 to 3,800 checks are drawn 
each day, has been reduced from 
16 to 5. The 330 man _ hours 
formerly consumed in issuing more 
than 10,000 statements each month, ° 
has been reduced to 65. The cost of 
handling each check, including im- 
printing and mailing of statement, 
has been reduced from $.098 to 
$.056. An ultimate 400% increase 
in efficiency, with an annual saving 
of $20,000, is expected. 

Automatic features of punch card 
checks include: imprinting of the 
customer’s name and punching of 
the account number on each check 
by the use of customer’s re-order 
card; automatic sorting and col- 
lating with customer’s account 
card; crediting of deposits or de- 
duction of amount of chetk and 
filing of new account card, and fil- 
ing of checks. Before mailing, 
the checks and statement cards are 
microfilmed. 


Try A Day In The Country! 


It seems to us that it would do 
everyone good to spend a little time 
now and then on a farm. It’s the 
best place we know to get back 
one’s perspective and sense of pro- 
portion. It’s good for the soul and 
it’s good for one’s sanity. 

Perhaps it’s because farmers are 
the kind of people they are. For as 
much as the farm picture may have 
changed, the farmer himself, praise 
be, remains essentially the same. 
He is still the solid rock, the sane 
thinker, the down-to-earth philoso- 
pher. Without fanfare he believes 
in and lives what we like to call 
the American Way of Life. He has 
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Condensed Statement of Condition, December 31, 1952 


RESOURCES 
Cash on Hand, in Federal Reserve Bank, and Due 


from Banks and Bankers 
U. S. Government Obligations 
Loans and Bills Purchased 
Public Securities : 
Stock of Federal Reserve Bank “ 
Other Securities and Obligations 
Credits Granted on Acceptances 
Accrued Interest and Accounts 
Receivable . 


Real Estate Bonds and Mortgages 
Items in Transit with Foreign 


Branches 91,128.44 177,262,083.39 
Bank Premises i oc d's. ba ae 8,374,562.36 
Total Resources a? es Lat - $3,149, 025,288. 80 j 
LIABILITIES 





Ccepieel  .s « 2s » * 
Surplus Fund 
Undivided Profits penta 
Total Capital Funds 
Re eet its, * 
Bills Payable. ; 
Foreign Funds Borrowed 
Acceptances . 


Less: Own Acceptances Held for 
Investment. bmp 


Dividend Payable January 15, 1953: 
Regular eae he 
Extra 
Reserve for Expenses and Taxes. 
Other Liabilities. 
Total Liabilities 


Securities carried at $310,988 ,476.42 in 





. $ 64,419,016.95 

9,000,000.00 
68,862,957.32 
11,664,200.24 


13,769,533.09 
9,455,247.35 


. $100,0C0,000.00 
200,000,000.00 
_ 85,900,894.69 


. $ 15,877,890.02 
2,952,810.62 
$ 12,925,079.40 


3,500,000.00 
2,500,000.00 
22,845,531.05 : 
15,766,546.52 


the above statement are ple 
rowers, to secure public moncys as required by law, to secure Bills 
i 1 


- $ 697,658,049.77 | 
699,309,037.23 = 
1,566,424,556.05 | 











. $ 385,900,894.69 
2,625,365,237.14 
80,000,000.00 
225,000.00 
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57,537,156.97 | 
. $3,149,028,288.80 | 





dged to qualify for fiduciary 
Payable, and for other purposes 
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Chairman of the Board President 


ALFRED R. THOMAS 
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DIRECTORS 


GEORGE G ALLEN Chairman of the Board, 
Duke Power Company 


F W. CHARSKE Chairman, Fxecutive 
Committee, Union Pacific Railroad Company 


J. LUTHER CLEVELAND Chairman of the Board 
W.PALEN CONWAY 
CHARLES P. COOPER President, 
The Presbyterian Hospital in the City of New York 
WINTHROP M. CRANE, JR. Chairman of the 
Board, Crane & Co., Inc., Dalton, Mass. 
STUART M. og. Chairman oj the Board. 
be Columbia Gas System, Inc. 
of Davis Polk Wardwell 
Sunderland & Kiend! 
CHARLES E. DUNLAP President, 
The Berwind-W bite Coal Mining Company 
GANO DUNN President, 
The J. G. White Engineering Corporation 
WALTER S. FRANKLIN President, 
The Pennsylvania Railroad Company 


JOHN W. DAVIS 


LEWIS GAWTRY 
CORNELIUS F. KELLEY Chairman of the Board, 
Anaconda Copper Mining Company 
WILLIAM L. KLEITZ President 
CHARLES S. MUNSON Chairman of the Board, 
Air Reduction Company, Inc. 
WILLIAM C. POTTER 
GEORGE E. ROOSEVELT of Roosevelt & Son 


CARROL M. SHANKS President, 
The Prudential Insurance Company of America 
EUGENE W.STETSON Chairman, Executive 
Committee, Illinois Central Railroad Company 
KENNETH C. TOWE President, 
American Cyanamid Company 


THOMAS J. WATSON Chairman of the Board, 
International Business Machines Corporation 


CHARLES E. WILSON Trustee, 
The Ford Foundation 
ROBERT W. WOODRUFF Chairman, 


Executive Committee, The Coca-Cola Company 


Member Federal Deposit Insurance Corporation 
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great respect for the laws of nature 
and the rights and privileges of 
man. He is cognizant of his respon- 
sibilities as a citizen of his com- 
munity and his country. His prac- 
ticality is tempered with kindness 
and spiced with a pungent sense of 
humor. 


Now of course there are farmers 
who beat their wives, neglect their 
livestock, gamble away their milk 
checks and do just as many das- 
tardly deeds as any city slicker, 
but by and large farmers have their 
feet on the ground and their eyes on 
the sky. They’re the breed of men 
who built our country and among 
the ones who are helping keep it on 
an even keel in spite of a tendency 
to list to the left. 


If your world seems a confusion 
of misunderstanding, if you’ve for- 
gotten where you’re going and how 
and why, we recommend spending 
some time in the country even if it 
is only a day’s drive down the side 
roads and by-ways that cover so 
much of York State. You may re- 
discover some basic truths you have 
long since forgotten, and some of 
the farmer’s wisdom and patience 
and understanding may transmit it- 
self to you. Try it— The Mariners’ 
Log, Staff magazine of The Marine 
Trust Company of Western New 
York. 





Servicing Spells... 

(Continued from page 12) 
field worthy of most intensive study 
for every institution in the mort- 
gage loan business. 


The mortgage market has been 


| particularly active during the past 
| few years in each of which approxi- 


mately one million new homes 
have been built. At some future 
time the rate of construction is 
bound to turn downward, but the 
immediate promise is for a large 
volume of new residential con- 


| struction in 1953. 


All of this points to a continued 
opportunity for profits in the field 
of mortgage lending, but the prac- 
tices followed in the making of 
mortgage loans in our time are 
quite different from those which 
prevailed in the ancient cities of 
Ur and Rome. We conduct our busi- 
ness in a constantly changing world 
and must modify our practices and 


| adapt them to modern conditions. 
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Alert investors 
bankers not only keep pace with the 
times, but strive to keep ahead of 
them. This is the challenge which 
confronts every institution engaged 
in mortgage lending. 


True or False? 

(Continued from page 20) 
and “in person” selling as sources of 
profitable new business. And no 
amount of advertising, either the 
kind you pay for or the kind you 
receive gratis, will make up for lack 
of good human and customer rela- 
tions within your bank. But good 
customer and human relations in 
themselves are not enough. They 


must be continuously communi- | 


cated and interpreted to the people 
with whom you are doing business 
and those you would like to have 
as customers. 

Of course, it may be that your 
bank does not need an advertising 
program. Certainly you can dis- 
pense with one: 

(1) If every present customer 
knows all about all of your serv- 
ices, and 

(2) If every prospective cus- 
tomer in your area knows all about 
your bank and what it has to offer, 
and 

(3) If everybody in your area 
understands how your bank serves 
and realizes what the American 
chartered banking system means to 
him, and . 

(4) If there are no young people 
in your community who are grow- 
ing to maturity, no people getting 
married and raising families, no 
newcomers settling here, no new 
businesses starting up, and 

(5) If you have no competition— 
banking or otherwise—for any of 
your services, and 

(6) If you have all the business 
you want or can handle. 

If all of these conditions prevail 
in your bank—and only if they do 
can you safely neglect your respon- 
sibility of doing a good advertising 
job. 

If not, I strongly urge you to 
look again at your program... to 
study it continuously . . . to deter- 
mine whether you are keeping up 
with the parade in these fast mov- 
ing, highly competitive times. 

Worry is stewing without doing. 

—Orville E. Reed. 
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What Is 


(Reading time — 80 seconds) 


WHAT Is a Telescriber? % 


A telescriber is a communication instrument which instantly 
transmits messages in the sender's own handwriting, from one point 
to one or more remotely located stations. 


WHERE Are Telescriber Systems Used? 


In any organization (regardless of size) where there is a need 
for instant, frequent, accurate written contact between departments 
or buildings. 


ARE ALL Messages Received at Each Remote Station? 


Selector keys permit complete system flexibility. Messages are 
received only by those stations chosen by the writer. All messages 
and signatures are in the same handwriting as the original. 


CAN BUSINESS Forms Be Used in the Telescriber? 
Yes. The TelAutograph ‘Instan-Form’ telescriber is available 
where instant communication on business forms is desired. 
WHAT ARE Some Accepted Uses 
of TelAutograph Telescribers 


Between Tellers and Books for: Balance Statements, Certifica- 
tions, Loan Balance Requests, Confirmations. Branch Office Com- 
munication with Main Office. 


CAN WE Determine Whether a Telescriber 
System Would Improve Our Operation? 
A “Communications Guide"’ is available without cost to aid you 
in analyzing your different communication problems. 
CAN WE Get Further Assistance 
Without Becoming Obligated? 


Yes. It is standard TelAutograph Corporation policy to have 
its field staff aid in making analyses and offering recommendations. 
This is done without pressure or obligation. 


HOW CAN We Obtain the “Communications 
Guide” and Other Information? 


Send your request to Department L-32 at the address below. It 
will be honored promptly. 


TelAutograph coxronation 





Trade-Mark 





“Communication by Telescriber’’? 


16 West 61st Street a New York 23, N.Y. 
gorrriby, ¢ 
TelAttograph a —ustan- Som 
Seryic® 





An Invitation . . . 

(Continued from page 26) 
These investigations may include 
the preparation and assembling of 
data obtained from other organiza- 
tions as well as from the various 
departments of the bank. Recom- 
mendation for or against adoption 
of a suggestion is made only after 
all obtainable information regard- 
ing it has been fully considered. 
This process sometimes requires a 
period of several months. 


The final decision of the council 
with reference to any individual 
suggestion is either to reject it or to 
recommend its adoption to a “com- 
mittee for management” composed 
of three of the bank’s senior officers. 
The Employee Council’s chairman 
passes on to management all sug- 
gestions approved by the council, 
along with its recommendations. 


Management Decides 


As the management committee 
receives the recommendations of 
the council, it makes such further 
investigation of the suggestions 
recommended as it deems neces- 
sary. When it has made its decision 
and fixed the amount of the award, 
if one is to be made, its action is 
reported to the council. Cash 
awards are made for suggestions 
adopted in whole or in part, and the 
amount of each is determined by 
its relative value to the bank. 

In the event of the adoption of 
ideas or variations thereof con- 
tained in suggestions submitted by 
two or more employees, the em- 
ployee council may decide that the 
award should go to the individual 
whose suggestion was predomi- 
nantly the best, if that happens to 
be the case; or it may decide that 
the award should be divided among 
part or all of the employees whose 
ideas were in any way involved. 

The careful handling of rejections 
is a tremendously important phase 
of the work of the employee coun- 
cil. A brief explanation of such re- 
jections is published in “The 
Teller,” and the suggester is invited 
to discuss the suggestion with a 
member of the council. Some mem- 
ber of the council is usually as- 
signed to each such case, but the 
suggester may talk to any of the 
others if he wishes to do so. 


Just as acceptance and com- 
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mendation have the effect of build- 
ing morale, rejection and criticism, 
either expressed or implied, can 
have precisely the opposite effect, 
and we take the utmost pains to 
avoid that. Wherever there is any 
indication of a desire for a discus- 
sion of the rejection, the designated 
council member presents to the 
employee a brief explanation in 
writing from the council, and sup- 
plements that explanation to what- 
ever extent may be deemed advis- 
able with constructive and helpful 
comment. 


The recognition which it brings 
to individual employees is probably 


the most valuable attribute of our 
suggestion system. The mere exist- 
ence of such a system betokens a 
management that is open-minded 
and receptive to new ideas. Nothing 
could be better calculated to en- 
courage freedom of expression, and 
plenty of opportunity for self-ex- 
pression is bound to induce a lot of 
thinking. ; 

Our suggestion system has made 
its own unique contribution to the 
strength of our bank, and by no 
means the least important factor 
in that contribution is the growth 
and development it has brought 
about in the individuals comprising 
its personnel. 


Your Tax |.Q. in Three Minutes 
Answers to quiz on page 32 


§ c. Your son’s prize here would 
be considered taxable in- 
come. That raises his total 
income to $601, and he can- 
not qualify as a dependent if 
he has income of $600 or 
more. 


. The amounts spent should be 
deductible as business ex- 
penses, if you kept a careful 
record which lists them in 
detail, and shows clearly that 
the entertainment was with 
a predominating business 
motive and not merely re- 
ciprocal, or incident to the 
vacation. 


. A non-business bad debt is a 
capital loss. And you can take 
only $1,000 a year in capital 
losses—unless you can apply 





“Why no, sir—what makes you think | 
was eavesdropping?” 


them against capital gains. 
You are allowed to carry 
over unused losses for five 
years; better get expert ad- 
vice. 


. Assuming your income is 
classified as self-employment 
income (see tax instructions) 
and is not from engaging in 
an exempt profession, a tax 
of 2%% on the first $3,600 
is due with your income tax 
return—so you owe $81. 


. You cannot deduct contribu- 
tions to an_ organization 
which spends a substantial 
part of its time on lobbying 
or political propaganda. 

. In this case, you can file a 
claim for refund within three 
years from the date your re- 
turn was due. 


. If your wife works for you, 
you are not supposed to pay 
social security taxes on her 
salary, nor is she supposed to 
make her contributions. 


. On leased property, you 
normally spread the cost of 
improvements over the life 
of the lease. 

. The roof is an improvement, 
not deductible currently like 
ordinary repairs. Its cost is 
deductible as depreciation 
spread over its estimated 
useful life. 

. Inheritance taxes are not de- 
ductible. The others listed 
are deductible. 
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There’s no trick to operating a Burroughs Commercial . 
Teller’s Machine . . . as any one of more than 13,000 ais | 
tellers in banks everywhere can tell you. Machine oper- { Veg 
ations are simplified to make the machine easy to learn —N 2 
.. + easy to use. Still, the Burroughs Commercial Teller’s oO. 
Machine gives you outstanding audit and protection ( a a 
advantages, along with unsurpassed speed and efficiency a, 
for handling commercial transactions—at the lowest pos- a 
sible cost. Get in touch with your Burroughs man—today. BH 


WHEREVER THERE’S BUSINESS THERE’S Burroughs = 
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Day-Glo(r) Papers Now 
Available In Small Unit Packages 

In an effort to answer requests 
for small quantities of Day-Glo(r) 
papers, the Dennison Manufactur- 
ing Company is now offering its 
popular product in small unit pack- 
ages of gummed and ungummed, 
full or quarter-size sheets. 

The daylight fluorescent colors 
found in the Day-Glo(r) papers are 
especially useful for signs, posters 


30. Coin Counting Machines 56. 
31. Coin Counting and Pack- 57. 
aging Machines Signs 


THE BANKERS SECRETARY 


Check What You Need And Mail This Form 


: propo =k aggaag 32. Coin Envelopes 58. Night Depositories 
. Air Conditioning H j 
S Aschiects ond beliders — re and Currency Trays 59. Night Depository Bags 
4. Bandit Resisting Enclo- - Coin Wrappers 60. Pass Books 
sures and Alarm Systems 35. Counter Screens 61. Past Due Notices 
5. Bank Building Fixtures 36. Coupon Books 62. Pay Roll Envelopes 
6. Banking by Mail Envelopes 37 Currency Straps 63. Personalized Checks 
7. Binders, Check, Book- 38. Dating Machines and 64. Personal Loan Advertising 
keeping, Ledger — . Stamnes nes an 65. Personal Loan Systems 
8. Bookkeeping Equipment P i 66. Photographic Bank Systems 
9. Bronze and Brass Signs 39. Deposit Ticket Files 67. Proof Machines 
10. Bulletin Boards 40. Desk Lamps, Fluorescent 68. Railings 
11. Calculating Machines 41. Desk Pen Sets 69. Recorders, Voice 
12. Chairs, Posture, Office 42. Doors, Bronze, Aluminum, 70. Rubber Shamps 
13. Changeable Signs Stainless Steel 71. Safes, Fire and Burglar- 
14. Checks 43. Duplicators Proof 
15. Check Book Covers 44. Expanding Filing 72. Safe Deposit Boxes 
16. Check Cancelling Envelopes 73. Safe Deposit Records 
Perforators 45. Filing Cabinets 74. Savings Banks, Home, Pocket 
17. Check Desks 46. Forms, Machine 75. Scales, Postal, Parcel Post 
18. Check Endorsers Bookkeeping 76. Seals, Coin Bag 
19. Check Files 47. Forms, One-Time Carbon 77. Seals, Corporation, 
20. Check Protectors 48. Forms, Continuous Notary, etc. 
21. Check Signers 49. Grilles and Gates . 78. Storage Files 
22. Check Sorters 50. Inter-Office Communi- 79. Time and Delayed Time Locks 
23. Check Sorting Trays cating Systems 80. Time Stamps 
24. Checking Account Plans 51. Interest Tables 81. Travelers Checks 
25. Christmas Savings Clubs. 52. Ladders 82. Trucks, Tellers 
26. Clocks—Outdoor 53. Lighting Systems, 83. Typewriters 
27. Coin Bags Fluorescent 84. Typewriter Stands 
28. Coin Boxes 54. Locking Envelopes 85. Vaults 
29. Coin Changers 55. Maps 86. Vault Trucks 


Metered Mail Systems 87. 
Name Plates and Desk 88. 


Rand McNally and Co., P. 0. Box 7600, Chicago 80, III. 
Please have buying information sent us on the items circled above. 


etc. for bank workrooms, lobbies 
and window displays. 


No. 2305 is an assorted color 
package of gummed sheets, 10 by 
12% inches, in a die-cut display en- 
velope. This package contains two 
sheets each of the five colors. No. 
305 is a similar package of un- 
gummed papers, size 9% by 12% 
inches, in a display envelope. 

Twenty five sheet packages of 
gummed and ungummed coated 
paper, in full size sheets, have also 
been added to the royalty-paid line. 
The sheet size of the gummed pa- 
pers is 20 by 25 inches; the un- 
gummed papers are 19 by 25 inches. 

Royalty on Day-Glo(r) packages 
has been prepaid by Dennison and 
the paper can be used without re- 
striction for experimental, educa- 
tional, design or layout purposes. 

Address Dennison Manufactur- 
ing Company, Framingham, Mass. 






Vault Ventilators 
Visible Records 
. Window and Lobby Displays 





A Floor Maintainer To Keep 
Your Lobby Neat and Clean 


In the wet, slushy weather ahead 
it will be a real job keeping the 
uncarpeted sections of your bank’s 
floors looking neat and clean... 
that is unless you have some form 
of floor maintainer such as the new 
P-11 shown herewith. 





Designed primarily to scrub, wax, 
polish and steel wool floors, the 
P-11, marketed by the Clarke 
Sanding Machine Company, is 
sturdily constructed and capable of 
performing any task it is called 
upon to do in a minimum of time. 

It is powered by a 1/3 h.p. Con- 
start. Duty motor and features a 
90% arc of shaft adjustment (for 
use under low-set furniture and 
fixtures), as well as a new, noise- 





ELKEE 


Moore KEY CONTROL 


* Tredemarts 


Key Cabinets, Filing Cabinet Trays, Desk 
Drawer Inserts, Key Panels for Every Size 
including Tags, Receipts, Index Cards, Key 
Envelopes, etc. 


| wae © ae ©] ©) "4 | | OP 
41 £. 22nd St New York 10, N. ¥ 
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less, positive drive mechanism that 
completely eliminates oil 








leaks, 
slipping belts and chains that break. 


Easy to install attachments for 
the floor maintainer include brushes 
for various types of floor care, steel 
wool pads and lambs wool polish- 
ing pads. 

Wheels are self-retracting when 
the machine is in operating position 
and provide complete and easy mo- 
bility when transfer to another lo- 
cation is necessary. 

Write the Clarke Sanding Ma- 
chine Company, Muskegon, Mich., 
for complete details about the floor 
maintainer. 


New Carbon-Ribbon Typewriter 
Described In Rem Rand Booklet 


The many’ ways in which its new 
Carbon-Ribbon Electri-conomy 
Typewriter can benefit your busi- 
ness is the subject of a current 
booklet issued by Remington Rand. 

Titled “Truly Distinctive Typing 
for Reproduction Starts Here,” the 
booklet points out how the new 
carbon-ribbon mechanism enables 
this typewriter to turn out print- 
work that is unsurpassed for uni- 
formity and legibility, and makes 
it ideal for such special applications 
as preparing copy for photograph- 
ing or duplicating reproduction 
processes, and for producing truly 
distinctive correspondence. 

The Carbon-Ribbon Electri- 
conomy is also equipped with a 
fabric-ribbon mechanism as well, 
which means that it can alternately 
be used for types of work requiring 
either a fabric or a carbon ribbon. 

Contact Remington Rand Inc., 
315 Fourth Avenue, New York 10, 
N.Y., for your free copy of booklet 
#Re-8552. 





A Radiant Heat Panel 
For Warming Small Areas 


“Draft Dodger” is the name given 
to a new small area radiant heat 
panel designed primarily to coun- 
teract the cold spot which plagues 
every office. Because of its unique 
construction and many safety fea- 
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THE CASE FOR PRINTED NAMES 


As pointed out in last month's advertise- 
ment, it is a major step when banks decide 
to provide all customers with checks 
bearing printed names. Two added cost fac- 
tors are involved. First would be the in- 
creased check cost. Second would be the 
added labor cost occasioned by the prepa- 
ration and control of a larger number of 
individual orders, as contrasted to the 
over-the-counter distribution of blank 
checks now followed. 


Weighed against these factors would be 
(1) faster and more accurate sorting of 
checks, (2) less spoilage and waste because 
people do not handle imprinted checks 
carelessly, (3) better control with respect to 
check distribution, thus minimizing the 
‘no account” hazard, and (4) a more appre- 
ciative acceptance on the part of the cus- 
tomers. Asa rule, all orders would be mailed 
direct to the customers by the printer in 
order to speed up delivery and eliminate the 
need for the customers to call personally at 
the bank. This direct handling would call 
for a simple, streamlined method of control 






He Lue 





tures, the heater appears to be an 
ideal piece of equipment for banks. 


Offered by Rototone Incorpo- 
rated, the “Draft Dodger” consists 
of a tempered glass panel with a 
chemical heating element perma- 
nently fused into the back surface. 
When electricity passes through the 
element, heat energy is radiated, 
warming things and people in the 
room in the same manner as the 
sun. 


Unlike other styles which often 
are very difficult to regulate, this 
under-the-desk heater radiates 
gentle warmth directly into the 
area to be heated. There’s no baked 
out air to make breathing uncom- 
fortable, no area of extreme heat 
to result in contrasting chill and 
produce drafts. 

Since there are no moving parts 
to wear out, make noise or require 
maintenance, the little heater prac- 
tically takes care of itself. Its 
glass, a special tempered form 
which cannot be broken with any- 
thing short of a strong blow from a 
metal hammer, ‘carries a remark- 
able five year guarantee. 


Fumeless, flameless, smokeless 


in the bank to enable bank people to follow. 
the shipment and receipt of orders. 


Generally speaking, imprinted checks 
which are provided without cost to the cus- 
tomers should be somewhat less in value 
than the fully personalized and numbered 
checks which are sold to the customers. As 
a part of its cost study, the bank should 
consider the cost recovery on the checks 
which are sold when computing the net 
additional cost of the checks provided free. 
Those which are sold would bear the name 
and address of the individual and would be 
consecutively numbered, while those which 
are provided free would normally simply 
carry the name of the customer and possibly 
a sorting symbol. 


Setting up a complete imprint program 
in a bank is not an easy task, but if it is 
tackled purposefully it can be completed 
within a few months. We can be of some 
considerable help during the formative per- 
iod and we are prepared to work with any 
bank in ironing out the details. 





Manufacturing Plants at: 


CLIFTON. PAOLI. CLEVELAND CHICAGO, KANSASCITY 8ST. PAUL 





Impressive New Style 


DESK SIGNS 


of lifetime cast metal 


Handsome, cut-out letter plates; cast y,” 
thick x 2” high x 9” long or longer; com- 
pletely HAND-CHASED: 


© BRONZE, without title, 3.00 
per letter; min. charge 27.00 


© ALUMINUM, without title, 2.75 


per letter; min. charge 25.00 
add 3.00 to each price if title is desired 
Plus postage. Shipment, 4 weeks 


Planning to Modernize? 
NEWMAN MODERNIZING SERVICE 


includes renovating old-fashioned 
counter screens and furnishing new 
marble, metal, wood and glass work 
needed to convert to new low type 
counters. Ask about this complete 
service. 


Please ask for folders of 
WRITE NEWMAN cast bronze and 
TODAY 


aluminum signs and desk 
NEWMAN BROTHERS, Inc. 


plates. 
Dept. B-M Cincinnati 3, Ohio 





and clean, the panel is as safe as 
it is efficient. The tiny heating 
elements fused into the glass never 
get hot enough to burn out and be- 
ing sealed in, cannot deteriorate 
with use. 

A heavy steel protective frame 
encasing the glass panel, gives the 
“Draft Dodger” an overall meas- 
urement of 28 by 6% by 1% inches. 
Two triangular shaped metal 
brackets which can be set at angles 
of 30 or 90 degrees, support the 
heater when positioned on the floor. 

Operating on either AC or DC, 
the unit consumes only 200 watts 
and is complete with cord and plug. 

In addition to the “Draft Dodger,” 
Rototone Incorporated, 1436 West 
Fullerton Avenue, Chicago 14, II1., 
offers an extremely comprehensive 
line of other Electriglas radiant 
heat panels. Descriptive literature 
is available upon request. 
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SECURITY CAP® 
COIN BAG SEALS 


The RED CAP is your gree 
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© Provides fastest, most secure seal 

© Red Cap seal grips tight 

© Can't tear bag, can't slip 

© Unremovable without cutting cord 
© No new dies or tools required 

¢ Less pressure required, easier sealed 
© Less weight, less cost to ship 

© Fits all size bags 
You're sure you're secure with 
Brooks Seals! Get full and 
complete protection against slip- 
page or removal. Send for 
samples and prices today. 


seems oP 
Ome Pe Pens 


ee ee: 
ve J. BROOKS CO. 
177 No. 13th St., Newark, N. J. 


Please rush samples and prices on —........_.. 
| ‘H” Type seals. 
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V runn 


56 


Recordak Introduces New, 


A new Recordak microfilmer 
which operates at a reduction ratio 
of 36 to 1 has been introduced by 
Recordak Corporation, subsidiary 
of Eastman Kodak Company. . 

Known as Model JD, the new 
microfilmer operates like the two 
other models in the Junior line and 
is similar in appearance. It sells 
for $1550 and may be rented for 
$25 a month. 

Use of a unique arrangement of 
twin lenses which record a double 
row of images on the film make 
eight millimeter microfilming on 
16 mm film possible in the new 
Model JD. Front and back images 
of small documents such as bank 
checks and reference cards can be 


A Lightweight Recorder 


A small, light, self-powered brief 
case type combination sound re- 
corder-reproducer which is ideal 
for use in the office as well as in 
the field is manufactured by the 
Miles Reproducer Company, Inc. 

Called the “Walkie-Recordall,” 
the machine can operate at any time 
in any place, on land, sea or in the 
air. 

Weighing only 9 pounds, the re- 
corder operates equally well in- 
doors or outdoors picking up and 
recording audible speech at a radius 
up to 40 feet. 

A turn of a concealed knob sets 
the recorder in operation even 
while the carrying case remains 
closed. Recording is permanent and 
instantaneous without processing. 
The recording medium is a sona- 
band which can be mailed or filed 
for permanent future playback. 

Recording capacity of sonabands 
varies from 90 minutes to 4 hours 
depending upon the type of battery 
recorder selected. There are six 
models available. Three are equip- 
ped to handle the 4 hour sonaband; 
the other three require the smaller 
band. Where the 8 hour (4 hours 
to a side) bands are used, film cost 
runs as low as 3 cents per hour. 

Special voice identification and 
spontaneous indexing features make 
possible the accurate location of 
any portion of a 4 hour recording 
within a second or two, without 
rewinding. 


Low Cost Junior Microfilmer 


photographed to appear side by side 
on the film. 

Over-all operating economy of 
the machine is not necessarily lower 
than that of other Recordak Junior 
Models, despite the fact that greater 
film savings are possible at the 36 
to 1 reduction ratio. 


Like other models, the new ma- 
chine has a film reader as an in- 
tegral part of the design. Magnifi- 
cation is 34 diameters, bringing the 
images back to approximately orig- 
inal size on the reader screen. 

The Recordak Corporation is lo- 
cated at 444 Madison Avenue, New 
York 22, N.Y., and will be happy 
to send additional information 
about the microfilmer on request. 


For Office or Field Use 


A large selection of optional fea- 
tures and attachments are also 
available. These include among 
others Foot Pedal, ‘“Go-Back,” 
Speed Control and Earphones or 
Soft Loud Speaker. 


MANUFACTURERS OF 


@ Pen Ruled Passbooks 

@ Machine Posting Passbooks 

© Savings Passbooks 

@ Commercial Passbooks 

@ Loan Passbooks 

© School Savings Passbooks 

@ End Fold Check Cases 
Top Fold Check Cases 
Personalized Check Cases 

@ Tabbed Ledger Cards 
Signature Cards 

© Colored Bristol and Manila 
Thumb Cut Envelopes 

© Statement Deposit Slips 

@ Bill Straps 

© Coin Wrappers 

@ Money Bags 

@ Check Binders 
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ek 
1270 ONTARIO STREE! 


CLEVELAND 13, OHIO 
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Conferences, interviews, lectures, 
reports, 2-way phone conversations, | 
are just a few of the many assign- | 
ments that can be handled quietly 
and efficiently by the new “Walkie- 
Recordall.” 

For further information address 
Miles Reproducer Company, Inc., 
812 Broadway, New York 3, N. Y. 


Here's A Staple That Signals 
When Supply Is Low 


When you’re in a hurry, attempt- 
ing to use an empty stapler can 
prove very annoying, and often- 
times very costly. 

To eliminate this danger, at least 
in so far as staplers are concerned, 
The Bates Manufacturing Company, 
long prominent in the field, has in- 
troduced a new staple that signals | 
when its supply is running low. | 


BATES 


STANDARD STAPLES 


WHEN IT's TIME 
TO RELOAD 


Called the End-icator Staple, the 
new product which fits all standard 
staplers, shows red when it is time 
to reload. The last 12*in every clip 
of staples are red, serving to warn 
the user that the end is in sight. 

Additional data about the new 
staples which are offered at no ad- 
ditional cost, may be obtained from 
the Company’s Metropolitan office, 
30 Vesey Street, New York 7, N. Y. 


New Stamp Kit Helps 
Save Valuable Desk Space 


It’s just a small item, but one | 
that gets a lot done about conserv- | 
ing much needed space around the 
mail room or wherever you’re ac- 
customed to keep your set or sets of 
marking stamps. 

Marketed by Edmar Incorpo- 


ALUMINUM COIN TRAYS 
FOR WRAPPED COIN 


Installed in more than 10,000 


banks since 1922. 
WRITE FOR CATALOG 


ARTHUR C. TAUCK & CO. 
402 Thornden St. South Orange, N. J. 
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ROCHESTER NEW YORK 
SALES OFFICES IN 


9 ALL SET! 
the Todd 
IMPRINTER 
with 
permanent 
typeholders 


f 


Now faster, more con- 

venient, more economical than ever. 

Fast and easy to use—the Todd Imprinter’s new 

permanent typeholders click on and off with the flip of 
a finger. They cut operating time in half, too. 

The operator sets type once, when a new account is 
opened—and the typeholder is filed away alphabetically, 
ready for immediate use whenever a depositor wants a 
new checkbook. In actual tests in banks, these typeholders 
have proved their dependability. 

They're inexpensive, but they last and last—for many 
thousands of neat, sharp impressions. 

To get the facts about the Todd Imprinter—and the 
new permanent typeholders designed especially for it— 


mail the coupon. 


THE TODD COMPANY, Inc., Dept. BM 
Rochester 3, N. Y. 


Please send me complete details about the Todd Imprinter 


and the new typeholders, designed especially for it. 


Name 





Address___ 
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SPEED and BEAUTY “Ve 
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Gx. STREAMLINED 


COIN CHANGER 


“The Lowest Priced Modern Changer” 


@ Now more than 4500 satisfied users— 
banks, savings-loan, theatres, stores, 
ticket offices. 
@ Sturdy aluminum—gray hammertone finish. 
@ Compact, 8” x 10” x 61/""—Weight 9 Ibs. 
®@ Trouble-free—all parts and 
workmanship unconditionally 
guaranteed. 
AT BANK AND OFFICE 
SUPPLY DEALERS ONLY— 
With roll-out base — $22.50 extra, plus tax 
(Model 1107 with silver dollar key — $70, plus tax) 


METAL PRODUCTS ENGINEERING, INC, Loo Angel 
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How to Make 
INYISIBLe 
Erasures 


With a few feather-light 
strokes, a Rush FybRglass 
Eraser removes the last 
trace of an incorrect char- 
acter — makes it easy for 
you to erase and still keep 
your typing clean and pro- 
fessional-looking. 
Colorful plastic holder 
uses long-life propel-repel 
refills. It must satisfy you 
— or your money back. 


RUSH- 


=~ fF YBRGLASS 
ERASER 


Order from your Dealer 
or send 50¢ and 
name of dealer to 


The Eraser Co., Inc. 
110 S. State St., Syracuse 2, N. Y. 








| rated, the new “injector” stamp kit 

| measures just 4 by 6 inches and 
includes a molded plastic case, in- 
jector handle, a maximum of 14 
rubber stamps with unique and ap- 
propriate letter designs, a one ounce 
bottle of stamp pad ink, and a large 
No. 1 stamp pad. Other blank 
stamps are available for use in 
carrying the name of your bank. 


Introduction of this little kit im- 
mediately does away with the need 


for space consuming drawer racks — 
and stamp stands. 


For instant identification, all 
stamps have colored tabs coded to 
their use; blue tabs for all envelope 
and mail direction. Warnings such 
as, Rush, Fragile, Do Not Fold, are 
with red tabs, and so on through 
the set. 

Write Edmar Incorporated, 309 
South Farwell Street, Eau Claire, 
Wis., for further detail. 








George L. McCarthy 


Executive Changes At Recordak 


GEORGE L. MC CARTHY, who pio- 
neered the use of microfilm for 
record keeping, retired on January 

| lst as president of Recordak Cor- 
poration, and became chairman of 
its board of directors. He will be 
succeeded by JOHN K. BOEING, a 
vice president since 1943 and who 
has been identified with Recordak 

Corporation since it was formed in 
1928. Mr. Boeing and M. Wren 
Gabel, vice president and assistant 
general manager of Eastman Kodak 
Company, were elected to Record- 

| ak’s board. 

It was some thirty years ago that 
Mr. McCarthy was weighing the 
problem of what might be done to 
| prevent losses growing out of 
fraudulent claims based on alleged 
unauthorized charges to checking 
accounts at the same time that he 
was watching a slow motion news- 
reel; and thus was born the idea 
of microfilming checks for the pro- 
tection of banks against ‘such 
claims. There followed the develop- 
ment and construction of a model 
which he called “Check- 
ograph.” He managed to build ten 
of the machines by 1926, and dis- 
played one of them at the annual 
convention of the American Bank- 
| ers Association in Los Angeles. 


unit 


John K. Boeing 





H. M. Anderson 


Kodak’s interest in the invention 
led to the later formation of the 
Recordak Corporation as a Kodak 
subsidiary, and the first Recordak 
installation was completed under 
Mr. McCarthy’s guidance in May, 
1928. 

To recognize his achievements in 
the invention and development of 
microfilm equipment, the National 
Association of Manufacturers in 
1940 awarded Mr. McCarthy a cer- 
tificate as a “Modern Pioneer in the 
Field of Science and Invention.” 


Diebold Inc. Promotes 


Diebold, Inc., of Canton, Ohio, 
has announced the appointment of 
H. M. (DON) ANDERSON as Sales 
Manager of the company’s Flofilm 
Division in charge of all sales of 
the company’s line of microfilming 
equipment. Mr. Anderson has been 
manager of the company’s Pitts- 
burgh office for the past seven 
years, and was previously a sales 
representative in Cleveland. 


Lawrence Warehouse Introduces 
Automatic Inventory Recording 


From its executive offices in San 
Francisco comes an announcement 
of Lawrence Warehouse Company’s 
introduction of automatic recording 
of all in and out inventory move- 
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Allison 


COUPON 


IT’S A GOOD IDEA 


. .. to advertise for new 
and repeat Time Sales 
business in your Payment 
Coupon Books. You reach 
your best prospects— your 
customers. The cost is small. 
And your message Is sure 
to receive the right at- 
tention. 






















Inserts, placed in timely 
positions between cou- 
pons, will do the job ef- 
fectively and make your 
Payment Coupon Book oan 
invaluable selling medium 
as well as a collection form. 





Samples of what we have done 
for others will be sent upon 
request. Write to heod office: 
Indianapolis 6, Indiana. 


CHANGEABLE 
BULLETIN & DIRECTORY 
BOARDS 


and 
DESK NAME PLATES 


Send for illustrated 
literature 


ACME BULLETIN CO. 


37 €. 12 St. WN. Y. 3, N. Y. 
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ments at its more than 2,500 field 
warehouse locations. 

In making the announcement, 
Louis A. Benoist, president, said, 
“This is the first time that business 
machines have been used to record 
all inventory transactions in con- 
nection with a nationwide operation 
such as ours. The advantages which 
this use of punched card accounting 
brings to our industry are manifold. 
It will enable us to exercise closer 
control of faster moving inven- 


| tories, provide comprehensive col- 
lateral reports for our warehouse | 


receipt holders and effect real econ- 
omies for banks handling our 
warehouse receipts.” 


W. G. Stevenson, San Francisco 


district manager for the Interna- | 
| tional Business Machine Co., whose 


equipment is being used by Law- 


rence, said in connection with the | 
announcement: “Lawrence has put | 
itself among those modern business | 


firms who are acutely aware of 
the need for swift and accurate 
machine 


Lawrence makes it possible for 


| them to provide bank loan officers 


with collateral information either | 


on a monthly regular basis, or 
whenever requested.” 

Part of the new system of re- 
cording warehouse activities, ac- 


cording to L. S. Coates, Lawrence 
| executive vice-president, will be a | 
monthly audit of inventory on hand | 
at each warehouse, which will be | 
made from the IBM monthly re- | 
port and certified to by Lawrence 
Warehouse managers. | 





“| feel it would be safe to grant his loan. . ." 


accounting procedures. | 
The use of IBM equipment by | 






















‘STEELS &<rRONG 
TUBULAR COIN WRAPPERS 





They save 20% of time in machine filling . . . 
their sole purpose. Slight pressure of 
the thumb and finger, and they pop 
open yet pack flat... 1000 each 
denomination to the carton. Save 
space. in 6 colors for 6 diff- 

erent coins. A top per- 
former with Banks. 


STFE:, & stRONG 





BANDING 
STRAPS 


BETTER THAN 


RUBBER BANDS 


ideal for packaging currency, deposit tick- 
ets, checks, etc. Better than rubber bands 
as they will not break or deteriorate 
with age. Size of band, 10 in. x 
ig in. Made of strong brown 
Kraft. Gummed ends, 
1000 to a carton. 


The €. L. DOWNEY CO. 
Dept. A + HANNIBAL, MO. 


Sead Gample 66. ..cxcséencosasncue 








Your request for the enclosed application for automobile financing 
under The FIRST Plan is very much appreciated. 


Simple instructions for filling out the form are shown on Page 1. 
By following these instructions completely, you will assure the prompt 
handling of your application. Should you have any difficulty in filling 
it out, please do not hesitate to contact us. We shall be glad to assist 


you in any way. 


When you have completed the application, mail it in the enclosed 
envelope or deliver it personally to any office of the Bank and we shall 
be glad to process it for you as quickly as shuperee 





A New Way to Handle 
Requests for Loan Applications 


An employee’s suggestion has 
wrought considerable change in the 
manner in which the installment 
loan department of the First Na- 
tional Bank of Boston handles re- 
quests for loan applications. The 
employee suggested that the names 
and addresses on the form letters 
sent to customers with the applica- 
tions, be re-aligned so that the let- 
ters could be sent out in window 
envelopes and the addressing of 
envelopes be eliminated. This idea 
led to a further thought—that of 
using a printed acknowledgement 
card in lieu of the form letter. It 
was felt that such a card would not 
only look better than the filled-in 
form letter, but would also save 
additional time by eliminating the 
need for a signature. 


These cards are now a thoroughly 
established success. They are pre- 
collated with the application blanks 


<tover 


and business reply envelopes into 
a “3-in-1 package” arrangement. 
When a request is received, it is 
only necessary to type the cus- 
tomer’s name and address on a 
closed-face envelope, place one of 
these “packages” therein, and mail 
it. 





New Services for Customers of City National of Kansas City 


City National Bank & Trust Co., 
Kansas City, Mo., reports unex- 
pectedly gratifying approval of 
several simple customer service 
ideas inaugurated recently. Largest 
response came from the installation 
of three adding machines in the 
three lobbies of the bank. A survey 
showed that every tenth customer 
proved his deposit ticket or made 
some computation on one of the 
electric machines. 


A popular “gadget” in the bank’s 


60 


garage lobby is a television type 
machine that shows a series of cur- 
rent news pictures on its screen 
interspersed with ads calling at- 
Cus- 
tomers waiting for the delivery of 
their cars parked in the garage en- 
joy watching the pictures on the 
machine’s screen. Music has also 
been piped into the garage lobby 
and customers have _ responded 
warmly to that addition. 


tention to the bank’s services. 
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Idaho's Virtues Extolled 


The Idaho First National Bank, 
Boise, Idaho, leaves no stone un- 
turned in its endeavors to promote 
the products and attractions of the 
state of Idaho. Most recent of its 
activities has been the distribution 
of a new savings bank cast in metal 
in the form of the famous Idaho 
potato. 





Previous promotional activities 
include the production of two 25- 
minute sound and color motion pic- 
tures concerning Idaho residents 
and activities. The first, “Idaho— 
Adventure and Enterprise,” has 
been seen by an estimated 100,000 
Idahoans, and another, “Idaho on 
the March,” was only recently com- 
pleted. These films are made avail- 
able for use without charge, the 
bank frequently furnishing the pro- 
jector and an operator. 


Manufacturers Trust Company 
Adopts ‘‘Register Checks’’ 


This new streamlined type of per- 
sonal money order may now be ob- 
tained from any of the 108 New 
York City offices of the Manu- 
facturers Trust Company. 

“Register Checks” are supplied 
by the Todd Company, Rochester, 
N.Y., and have proved very popular 
in Boston and other cities. 

It is estimated that only fifteen 
seconds are required to issue a 
Register Check. The amount of the 
check is imprinted with a check- 
writer on all three copies of a pre- 
numbered snap-out form of check. 
The teller removes one copy for the 
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bank’s records and hands the other 
two to the customer—one for mail- 
ing and the other for the customer’s 
files. The customer then fills in the 
name of the payee, the date, and his 
own address and signature—all in 
privacy and at his own convenience. 
The customer pays the teller the 
amount of the check plus a service 
fee of 15 cents. 


“Our new Register Check Serv- 
ice,’ said President Horace C. 
Flanigan in commenting on the an- 
nouncement, “carries a step further 
the traditional policy of Manu- 
facturers Trust Company in serving 
the banking needs of literally 
everybody. We expect the new 
service to tap a vast new potential 
market for banking services, not 
only for Register Checks themselves 
but also as a means of introducing 
new customers to banking services 
generally.” 


Ten Changes at Irving Trust 


Irving Trust Co., New York City, 
recently announced these promo- 
tions: Morgan S. MacDonald and 
Edward J. Veitch, former assistant 





Morgan S. MacDonald 


Edward J. Veitch 


vice presidents, were made vice 
presidents and will continue to 
specialize in personal trust work. 

Joseph P. Hartnett, Paul W. 
Howe, Nelson W. Kimball, John W. 
Moffett and W. Nelson Young were 
named assistant vice presidents. All 
were formerly assistant secretaries. 

Robert A. Kerr, William Repucci 
and Nicholas Ustin were named as- 
sistant secretaries. 


National Bank of Commerce in 
Memphis, Tenn., has announced the 
election of the following to the 
office of assistant vice president: 
GARNET M. FEATHERSTONE, assistant 
trust officer; WILLIAM C. HEARN, 
assistant cashier; ROBERT B. MAT- 


THEWS, RAYMOND L. NEWBY and 
ELIZABETH K. THACKER. IVAN D. HAR- 
RIS and M. FRANKLIN POLK were 
named assistant cashiers. 


At the Lincoln Rochester Trust 
Co., Rochester, N.Y., WARD S. WARD 
and BERTRAND H. MALLISON have 
been elected to the office of vice 
president. Both had been assistant 
vice presidents, and managers, re- 
spectively, of the credit and loan 
departments. RAYMOND A. LAKE and 
HAROLD M. SIMPSON were named as- 
sistant vice presidents. 


First National Bank of Minneap- 
olis, Minn., has announced the 
promotion of five and the election 
of three officers. Advanced to vice 
president from assistant vice presi- 
dent are LYMAN E. WAKEFIELD, JR., 
THOMAS M. KULP and LUD C. VOBAY- 
DA. ARTHUR C. BUFFINGTON and RO- 
LAND N. THULSEN, former assistant 
cashiers, are now assistant vice 
presidents. The three new officers 
are JOHN K. GROGAN and PHILIP M. 


HARDER, assistant cashiers, and 
CLARENCE H. KRONING, installment 
loan officer. 





The whole apple is YOURS! 


YOU GET THE ENTIRE COMMISSION ON 
NATIONAL CITY BANK TRAVELERS CHECKS 


When you sell NCB Travelers Checks nobody takes “a 
bite” out of your commissions. You do not have to share 


them with anybody else. 


You get it ALL—75¢ per $100. 


The sale of NCB Travelers Checks is a banking trans- 
action all the way through. They are sold through BANKS. 
They are backed by a BANK—the National City Bank of 
New York. If they are lost or stolen, your customer gets a 
refund in full from the National City Bank of New York. 
They are advertised nationally in behalf of banks. Every 
advertisement directs prospective purchasers to banks, 
with these words, “BUY THEM AT YOUR BANK”. 


NCB Travelers Checks are safe, spendable everywhere 
for anything that money can buy. Recommend them to 


your customers. 


THE NATIONAL CITY BANK 


OF NEW YORK 


First in World-Wide Banking 
55 Wall Street, New York 15, N. Y. 


Member Federal Deposit Insurance Corporation 
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The Second National Bank of 
Boston, Mass., has announced the 
promotion of BERTRAND R. SYMONDS 
from assistant vice president to 
vice president. 


HARRY L. CAREY, formerly man- 
ager of the Wilmington branch of 
the Burroughs Adding Machine Co., 
has been elected assistant vice 
president of the Farmers Bank in 
the State of Delaware, Wilmington, 
Del., where he will be in charge 
of operations. 


LEON L. SMITH, RUSSELL H. JOHN- 
SON and WALTER J. BERGQUIST of the 
First National Bank of St. Paul, 
Minn., have been advanced from 
assistant vice president to vice 
president. HERBERT A. JOHNSON, 
DONALD W. BUCKMAN and EDWARD B. 
CHAPIN were promoted from assist- 
ant cashier to assistant vice presi- 
dent. 


The Bank of Virginia, Richmond, 
Va., has advanced three of its as- 
sistant cashiers, THOMAS B. HALL, 
JAMES R. JENKINS and H. JOSEF SEA- 
SHOLTZ, to assistant vice president. 
New assistant cashiers are ROBERT 
G. APPENZELLER, DANIEL BLACKWELL 
BROWN, O. WATTS GILLS, ALBERT C. 
ROPER, and J. JOSEPH RYAN. ALTON 
T. DAVIS was named resident auditor 
at the bank’s Portsmouth, Virginia 
office. 








James S. Rockefeller Allen F. Maybee 





Frank T. Mitchell 


Joseph P. Shaw 


HOWARD C. SHEPERD has been ap- 
pointed chairman of the board and 
chief executive officer of the Na- 
tional City Bank of New York to 
succeed WM. GAGE BRADY, JR., who 
is retiring under the bank’s retire- 
ment plan. Announcement was also 
made of Mr. Sheperd’s appoint- 
ment as chairman of the board and 
director of City Bank Farmers 
Trust Company. JAMES S. ROCKE- 
FELLER, formerly executive vice 
president, was appointed president 
and a director of the bank, to suc- 
ceed Mr. Sheperd, and was also 








assure you of prompt, efficient 


handling of every type of banking transaction. 


Our extensive services are at the disposal of 


all banks. 


City NATIONAL BANK 


AND TRUST COMPANY of Chicago 
208 SOUTH LA SALLE STREET: 


(MEMBER FEDERAL DEPOSIT INSURANCE CORP.) 











appointed to the board of City 
Bank Farmers Trust Company. 

ALLEN F. MAYBEE, FRANK T, 
MITCHELL and JOSEPH P. SHAW, 
former assistant vice presidents of 
the National City Bank of New 
York were recently appointed vice 
presidents. 

It had previously been announced 
by the bank that w. RANDOLPH 
BURGESS, chairman of its executive 
committee and chairman of the 
board of directors of City Bank 
Farmers Trust Company, was re- 
tiring to accept an appointment by 
President-elect Eisenhower as 
deputy and consultant to the Sec- 
retary of the Treasury. 


E. E. BARKER, JR., former assistant 
vice president of the National City 
Bank of Cleveland, Ohio, has been 
advanced to the office of vice presi- 
dent. J. MAURICE STRUCHEN was 
promoted from assistant cashier to 
assistant vice president, and JOHN 
G. BUTLER was named _ assistant 
cashier. 


National Newark & Essex 
Banking Co., Newark, N.J., has an- 
nounced the promotion of NELSON 
E. BARNARD from assistant cashier 
to assistant vice president. Mr. 
Barnard is a member of National 
Newark’s Caldwell office. 


Five changes at the Fifth Third 
Union Trust Co., Cincinnati, Ohio, 
were recently reported. Former 
trust officer GLENN A. BIGGS was 
named senior trust officer. DANIEL 
H. HARKNESS and EDWIN A. GEIMEIER 
were elected assistant vice presi- 
dents, and NORBERT F. LITKENHAUS 
and HOWARD G. BREWER were made 
assistant cashiers. 


J. WILLIAM DAVIDSON, former as- 
sistant cashier at the First National 
Bank of Lake Forest, Ill., was re- 
cently named assistant vice presi- 
dent. The bank has also appointed 
JACK LARSON and CHARLES J. NUSTRA 
assistant cashiers and GORDON W. 
THOMAS assistant trust officer. 


HAROLD OXSPRING, who entered 
the service of the Second National 
Bank, Houston, Tex., as an office 
boy 24 years ago, was recently pro- 
moted from assistant cashier to 
assistant vice president of that 
bank. JAMES E. WITCHER was elected 
an assistant cashier. 
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The Bank of Montreal, Montreal, 
Canada, has appointed ALLAN T. 
CORNER and WILLIAM T. G. HACKETT 
assistant general managers. Mr. 
Corner has been manager of the 
bank’s main office in Montreal for 
the past four years, and will be 
succeeded in that office by R. D. 
MULHOLLAND, former manager of 
the bank’s main office in Ottawa. 
Mr. Hackett has been the bank’s 
economic adviser since 1943. 


From The Bank of California, 
N.A., San Francisco, Calif., comes 
word of these changes in the offi- 
cial staff: ROGERS W. KIMBERLING, 
VICTOR T. CRANSTON and ROBERT L. 
SHEARN advanced from assistant 
vice president to vice president, Mr. 
Kimberling retaining, as well, the 
title of cashier; ARNOLD M. MIESNER, 
former assistant cashier, elected as- 
sistant trust officer, and JOHN V. w. 
ZAUGG elected assistant trust officer. 
Also announced was the election of 
IVAN O. CAWOOD, JOSEPH A. HENSKE, 
JR., HARRY HUTAFF and FULMAR J. 
KEATON were elected to the posi- 
tion of assistant cashier and as- 
sistant secretary. To LAWRENCE L. 
ALLISON’S duties as trust officer of 
the bank’s Seattle office were added 
those of assistant manager. 


Newly named vice presidents of 
the Bank of Manhattan Co., New 
York, N.Y., are CHARLES A. AGEMIAN, 
also comptroller, and LAURENCE 
SINCLAIR, former assistant vice 
president. JAMES A. BARRY, THOMAS 
J. CAHILL and GEORGE A. DINEEN 
were named assistant vice presi- 
dents, while STANLEY A. CARRINGTON 
and JOHN M. GROTHEER, former as- 
sistant trust officers, were made 
trust officers. 


The election of two new vice 
presidents and thirteen other pro- 
motions has been announced by 
The Philadelphia National Bank, 
Philadelphia, Pa. G. EDWARD COOPER 
and HAROLD W. WALLGREN were 
elected as vice presidents. Both men 
had formerly been assistant vice 
presidents. Mr. Cooper will con- 
tinue to serve also as comptroller. 

Other promotions include LovIs 
F. GABRIEL, SIDNEY T. CHEW, A. PAUL 
STEMPLE, THEODORE C. MANN, JAMES 
B. HUSTED and HENRY A. FREY, JR., 
who were appointed assistant vice 
presidents. All of these men, with 
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the exception of Mr. Frey, were 
formerly assistant cashiers. 

U. S. GRANT ERVIN, WILLIAM R. 
BYRD, JR., THOMAS M. DUTHIE, H. 
LESLIE CORNISH, C. EDWARD SNYDER, 
PEYTON R. BIDDLE and ARCHIBALD E. 
DUNNING were appointed assistant 
cashiers. 


The Federal Reserve Bank of 
Cleveland, Ohio, has announced 
that GRANVILLE R. LOHNES, treasurer 
of the National Cash Register Com- 
pany, Dayton, Ohio, has been ap- 
pointed chairman of the board of 
the bank’s Cincinnati branch. 









Vice president S. R. DENTON of the 
First National Bank & Trust Co. of 
Tulsa, Okla., has also assumed the 
office of cashier, recently vacated 
by the death of Roscoe Adams. 


Cc. A. DIXON, former manager of 
the main branch of the Bank of 
Toronto, Canada, has been made 
manager of the bank’s main Hamil- 
ton office. 


ARTHUR M. DUFF has been elected 
an assistant cashier of the Valley 
National Bank, Phoenix, Ariz., and 
assigned to the real estate loan de- 
partment of the main office. 











VALLEY 
NATIONAL 


STATEMENT 


RESOURCES 


Cash and Due From Banks. . 
U. S. Government Bonds... 


Other Bonds and Securities 


Loans and Discounts....... 
Loans (Federally Insured or Guaranteed) . . 
Bank Buildings ........... 
Furniture and Fixtures... .. 


Accrued Interest Receivable 
Customers’ Liability on L/C 
Other Resources 


Total Resources 


LIABILITIES 
Deposits 


O F 
DECEMBER 31, 1952 


é 


‘ ona 





CONDITION 


Meee kta $ 58,122,964.35 
99,281,342.00 
24,658,833.39 
99,846,947.32 
39,048,513.02 
3,094,409.71 
1,166,730.35 
1,483,191.95 
751,809.04 
Sis dhe 1,041,773.56 


tevin’ $ 328,496,514.69 


wih «ehh $ 305,104,124.85 


Cenenwed: Dinceett® ..6.oc ec decivcans 3,704,273.98 
CONOR COMES sk occu veabeacuen 751,809.04 
Reserve for Taxes, Interest, etc. ..... 2,320,059.57 
ee Eero ee err er 235,444.35 
Capital Funds 

Common Stock ....$ 5,000,000.00 

PTT ee 8,500,000.00 

Undivided Profits .. 2,255,802.90 

ee eee 625,000.00  16,380,802.90 


Total Liabilities 


HOME OFFICE 


ie eis $ 328,496,514.69 






PHOENIX, ARIZONA 
i 


Largest Bank in the Rochy Mountain States 


VALLEY NATIONAL BANK 


GLENDALE TOLLESON WICKENBURG PHOENIX TUCSON CASAGRANODE SUNNYSLOPE HAYDEN 


MIAMI SUPERIOR COOLIDGE DOUGLAS 


{Gest GLOBE «CLIFTON PRESCOTT CHANDLER 


SAFFORD KINGMAN LITCHFIELO PARK AJO MORENC! MESA NOGALES WINSLOW WILLCOX 


MEMBER OF THE FEDERAL DEPOSIT INSURANCE CORPORATION 
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Raymond T. Perring John J. McCloy 


The Detroit Bank, Detroit, Mich., 
has announced the election of 
JOSEPH M. DODGE to the chairman- 
ship of its board of directors, and 
that of RAYMOND T. PERRING to the 
office of president which had been 
held by Mr. Dodge since 1933. Mr. 
Perring was previously executive 
vice president. The announcement 
also stated that the by-laws of the 
bank had been amended to provide 
that the chairman shall be chief 
executive officer of the bank and 
shall have general management and 
direction of the business; also, that 
the president shall have the powers 
and duties of the chairman in his 
absence or disability. It is contem- 
plated, of course, that Mr. Dodge’s 
duties as Director of the Budget, 
will engage a great deal of this 
time. 


JOHN J. MC CLOY, formerly presi- 
dent of the International Bank for 
Reconstruction and Development, 
and more recently U.S. High Com- 
missioner for Germany, has as- 
sumed the chairmanship of the 
Chase National Bank, succeeding 
WINTHROP W. ALDRICH who had re- 
tired from all of his posts in the 
Chase organization following his 
nomination by President-elect 
Eisenhower to be U.S. Ambassador 
to Great Britain. 


Changes at The Hanover 


The appointment of eight new as- 
sistant vice presidents was recently 
announced by The Hanover Bank, 
New York City. They are: Donald 
W. Baker, Alfred R. Clark, William 
H. Cole, Robert J. Hancock, Alfred 
L. Manierre, Donald R. Spaidal, S. 
David Talbert, and Charles E. 
Woodruff. Among the new junior 
officers whose appointment was an- 
nounced were the following: as- 
sistant treaSurer, Frank Feldhusen, 
Jr.; assistant secretaries, Dale Y. 
Freed, Donald R. Hassell, Stuart 
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McCarty, Shelton Pitney, Jr., 
Alvord D. F. Stearns, Vincent P. 
Tomes and Charles S. Wilson, Jr. 
Emil Reiss was named assistant 
auditor, and A. E. Gutteridge was 
appointed assistant manager of the 
London office. 


Republic National Bank of Dal- 
las, Tex., has announced the pro- 
motion of JOHN RUSSELL SEARS from 
assistant cashier to assistant vice 
president. LEO A. CHAMBERLAIN, 
WAYNE E. DEAN, RAY PULLEY and 
ROBERT L. TERRY were promoted to 
the office of assistant cashier. 


Wilbur D. Fulton R. R. Fichtel 


WILBUR D. FULTON has been 
elected first vice president of the 
Federal Reserve Bank of Cleveland, 
Ohio, succeeding WILLIAM UH. 
FLETCHER, retired. WILBUR T. BLAIR, 
vice president, counsel and secre- 
tary of the bank, was named to 
succeed Mr. Fulton as vice president 
in charge of the bank’s Cincinnati 
branch. ROGER R. CLOUSE, vice presi- 
dent, has been made vice president 
and secretary. 


The American Bankers Associa- 
tion has announced the election of 
RUDOLPH R. FICHTEL as secretary of 
its Public Relations Council. Mr. 
Fichtel had joined the staff of The 
Savings Banks Association of the 
State of New York as editor of its 
weekly publication, “Savings Bank 
News,” in 1945, and was made 
public relations director and assist- 
ant secretary of the association in 
1948. He had previously been in 
the employ of the East River Sav- 
ings Bank of New York for three 
years and served with the army for 
a like period. 


CHARLES GILBERT PRICE, for many 
years a branch manager for the 
Bank of America, San Francisco, 
Calif., was recently elected a vice 
president of the bank. He first 
joined the bank in Lodi in 1921 as 
a messenger. 





: 
Promotions at the Chemical : 


There has been a considerable 


casting off of outgrown titles and — 


4 
a 


awarding of new ones at the Chem- © 
ical Bank & Trust Co., New York, ~ 
N.Y., in recent weeks. Geoffrey V._ 


Azoy, Charles E. Hayward, Jr., and 


Arthur S. Sherwin were moved up 


from assistant vice president to vice 
president. Newly elected assistant 
vice presidents are C. E. Robert 
Clukies, Heinz W. Gottwald, Mar- 
shall S. Walker, Jr., Harold E. Har- 


ris, Herbert W. Nannen, Harold F. 


Selesky, and Frederick C. Farns- 
worth. Also announced was the 
election of these new assistant sec- 


o 


retaries: Edward Maude, Robert O. 


White, William H. Schofield, Alfred 
Van Beuren, and Donald D. Miner. 


Equitable Security Trust Co., 
Wilmington, Del., has announced 
the promotion of MARSHALL C, 
TYNDALL, SR. and WALTER T. WHITE 
from the office of assistant treas- 
urer to that of assistant vice presi- 
dent. FRANCIS J. KARPINSKI was 
named as assistant treasurer. 


It has been announced by the 
First National Bank of Arizona, 
Phoenix, Ariz., that J. H. BRAHM, a 
vice president and director, was 
recently elected executive vice 
president and assistant to the presi- 
dent, HUGH C. GRUWELL. The bank 
also announced the promotion of 
RUSSELL S. COURTS from cashier to 
vice president; and that of ROBERT 
M. JAAP, LYLE L. YOUNG and REX E. 
STALEY from the office of assistant 
vice president to that of vice presi- 
dent. D. W. BURNS was advanced 
from assistant cashier to cashier. 
BRYSON AMOS, DON STEWART and 
G. A. WEISMANN, former assistant 
cashiers, were promoted to vice 
presidents. S. F. KRENTZ and J. B. 
HAWKINS were elected assistant 
cashiers. 


At the Rapides Bank & Trust Co. 
in Alexandria, (La.), J. WARREN 
LEMOINE has been promoted from 
assistant vice president to vice 
president, and the following new 
officers have been elected: ERNEST 
J. GREEN, assistant vice president; 
W. FRANK BRASHER, ROBERT LEAVINES 
and JAMES A. SMITH, JR., assistant 
cashiers, and CHESTER P. DERVELOY, 
auditor. 
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I’m sure I paid that bill last month 


The record of “payments made” contained in your depositor’s checkbook dispels 
any doubt in the event of a mistake. This is an indirect service of bank to 
customer » » But when a bank elects to furnish checks lithographed on 
La Monte Safety Paper the service rendered is direct. And revealing. For the 
choice of these fine papers is unmistakable evidence of a disposition on the part 
of the bank to provide customers with the best of everything. A look at 
samples will tell you why. Your lithographer has them or, write us direct. 


A Check Paper All Your Own 


Thousands of banks and many of the larger corporations use La Monte 
Safety Papers with their own trade-mark or design made in the paper 
itself. Such wnptvipua.izeD check paper provides maximum protection 
against both alteration and counterfeiting—makes identification positive. 


pee ee ~ Saas 


a er are 
OO LO OL ODO 
SLES ASAAAES 


February, 1953 


THE WAVY LINES ® ARE A LAMONTE TRADE-MARK 
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MELVILLE A. R. KROGNESS and 
CHARLES T. MC GARRAUGH have been 
appointed vice presidents of the 
Northwestern National Bank of 
Minneapolis, Minn. MORROW PEY- 
TON, CLARENCE A. WISBY and 
LAURENCE M. BROOM have been pro- 
moted to assistant vice president. 
Newly elected assistant cashiers are 
HERBERT G. HAGEN, PHILIP D. WHIT- 
MAN, ARTHUR R. ELLISEN and ANSEL 
B. ANDERSON. HARVEY J. SCHNEIDER 
was made manager of the bank’s 
credit department. 


Year-end promotions at the Har- 
ris Trust & Savings Bank, Chicago, 
Ill., brought advancement to 13 
members of the staff. Moved up 
from assistant vice president to vice 
president were KENNETH 0. BIRNEY, 
RANDOLPH G. OWSLEY, WILLIAM 0. 
RICE and J. ROBERT WEBSTER, of the 
banking department. Assistant 
cashiers advanced to assistant vice 
president were CHARLES M. BLISS, 
ELLSWORTH A. HANDY, STANLEY G. 
HARRIS, JR., E. LEROY HIESTAND, WIL- 
LIAM MACFARLANE and CARL S. 
STANLEY. 

GUILFORD N. ASKEW was advanced 
to assistant vice president from as- 
sistant secretary in the Trust de- 
partment. In the Investment de- 
partment WILLIAM S. MORRISON, JR. 
was advanced to assistant vice 
president from sales manager and 
JAMES M. RANSOM was named man- 
ager of the trading department, 
New York representative, advanc- 
ing from assistant manager. 


Former vice president and trust 
officer EDWARD C. KLEIN has been 
elected president of the Du Page 
Trust Co., Glen Ellyn, Ill. Director 
CHARLES L. BARR was made chair- 
man of the board. 


State-Planters Bank and Trust 
Co., Richmond, Va., has advanced 
J. HARVIE WILKINSON, JR., to the of- 
fice of executive vice president. Mr. 
Wilkinson has been vice-president 
since 1935. 


LEONARD E. B. ANDREWS and WIL- 
LIAM C. WHITNEY recently joined 
the Texas Bank & Trust Co., Dallas, 
Tex., as assistant vice presidents. 
Mr. Andrews is in charge of the 
bank’s advertising and public re- 
lations department, while Mr. 
Whitney handles its audits and fed- 
eral tax matters. 
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Double talk is for comedians. 


Make your voce frendly 

You may be smiling like » Cheshire cat, but remember. the 
phone is not a television set 

Get the customer's meme end use it 

It makes him feel sort of important, 


Don't interrupt the conversstion unnecessenly , 
The customer doesn't like to wait while you call over to =) 
find out where Joe is going for lunch 

© Don't drog it out 

== If the information the customer needs is not available 

= quickly, offer to call him back. Remember, he may be in 

1 bot telephone booth 
Be sure vou understand just whet the customer want) 
You don’t have to give him the third degree, but sometimes 
it takes a litthe prodding 
See thet he gets the information he wants 
If you don't know the answer, have him transferred to some- 
one who does, after you have checked to hind if the proper 
person can be reached. If not, arrange to have the cus: 
tomers call returned as quickly as possible. 
Close with » courteous “goodbye” 
The parting handshake, so to speak 
” 





Thiek Before You Write a 


Each day a great many of our contacts with customers go 
forth dressed in paper and stamps. 


There's something mighty final about the usual business 
letter. It says whet it has to say, and ends. There it is 
in black and white, and you can't argue with it or talk 
back to it 


When you write such a letter, try to imagine yourself in 
the other person's place. Would the wording rile you a bit 
if you received it? If so, better take a few minutes and 
rewrite it. 


This consideration of the customer's feelings is especially 
important if the information in your letter is bed news — 
an increase in his interest rate, the refusal of a request. 
In such « case, explain briefly and with regret why such 
action has been necessary. He is entitled to the reason and 
will appreciate your explanation. It indicates your personal 
interest in his problem. 
No one expects a business letter to be as chatty and intimate 
as one you would write to a friend. But it doesn't have to 
he cold and impersonal —the “brush off” type of com- 
munication. We could lose a bot of friends that way. 

" 


TYPICAL PAGES from the booklet, “YOU are The Pennsylvania Com- 
pany,” prepared for distribution to its staff by The Pennsylvania Com- 
pany for Banking and Trusts, Philadelphia, Pa. The booklet is intended 
primarily for new employees and explains the bank’s relationship to its 
community, customers, stockholders and employees. It also provides a 
brief description of each of the bank’s customer services. 





Clinton R. Black, Jr. Sydney L. Hammer 


Manufacturers Trust Co., New 
York City, has announced the elec- 
tion of CLINTON R. BLACK, JR., presi- 
dent of the C. R. Black, Jr. Cor- 
poration, to its board of directors. 
SIDNEY L. HAMMER has been ad- 
vanced from assistant vice president 
to vice president, and ERNEST F. 
KUHN. a former assistant secretary, 
has been appointed assistant vice 
president. Newly named assistant 
secretaries are JOHN F. LEMBKE, 
EDWARD I. MCGRAW and FRANK P. 
SQUAZZO. 


WILLARD R. BROWN, head of the 
trust department of the First Na- 
tional Bank of Miami, Fla., was 
recently promoted from trust offi- 
cer to vice president and trust offi- 
cer. Former assistant vice 
presidents HAROLD A. HAYWARD and 
JOHN M. SESSIONS were made vice 
presidents. ALFRED W. THOMPSON, a 





former vice president and trust offi- 
cer of the Security Trust Company 
of Miami, has joined the bank as 
trust officer. 


The Industrial Trust Co., Provi- 
dence, R.I., has advanced to the 
office of vice president: ROBERT S. 
GRANT, former trust officer, and 
WILLARD B. VAN HOUTEN, formerly 
assistant vice president. 


Directors of the Marquette Na- 
tional Bank of Minneapolis, Minn., 
recently. elected JOHN E. NELSON an 
assistant cashier. 


W. EDWIN WEIR was recently 
elected assistant cashier of the 
Union Bank & Trust Co. of Los 
Angeles, Calif. 


Former assistant vice presidents 
MONTAGUE T. SMITH and JOHN W. 
LARSON, were recently elected vice 
presidents of Bowery Savings Bank, 
New York, N.Y. Appointed to the 
office of assistant vice president 
were HARRY A. MEYERS, former as- 
sistant treasurer, EDWIN W. GOAT, 
former assistant secretary, and 
ELBERT B. SCHENKEL, a _ former 
deputy mortgage officer. STEPHEN- 
SON OUTHWARTE was made an as 
sistant treasurer. 
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in 
handling your 


Christmas 
Club 
Accounts 


RAND M¢CNALLY POCKET 
FILING SHEETS and binder 
contain all the necessary ledger 
information for 1000 accounts. 
Patents Pending. 


MSNALLY’S NEW RECORD KEEPING SYSTEM 


Rand M¢Nally has developed a new combination filing and posting system 
that substantially reduces expenses in the handling of Christmas Club 
accounts. Tested and proved in a large Chicago bank, it effects tremendous 
savings in record keeping time. 

This POCKET FILING SHEET system eliminates all need for maintain- 
ing ledger cards or ledger sheets. The use of the COUPON itself, which 
carries all the necessary ledger information, including date of payment, ac- 
count number, payment number and accumulated balance, serves as a per- 


fect posting record when filed in The POCKET FILING SHEET BINDER. 


Sorting of the coupons is reduced 90%! Coupons need only be sorted 
by color for each class, then by 100s. Thereafter it is a very simple and 
speedy operation to insert the coupons of each 100-group into the correct 
pockets since all are in view and easy to reach at one time. 


Thus the time-consuming numerical sequence sorting is eliminated. 
This new system will save time and money for your bank — write for 
further details on the Pocket Filing Sheet System and on Rand M€Nally’s 
full line of Christmas Club Supplies. 


RAND MSNALLY & COMPANY 
CHRISTMAS CLUB DIVISION 


111 EIGHTH AVENUE, NEW YORK 11 6 P. O. BOX 7600, CHICAGO 80 





RICHARD LANMAN has been elected 
a vice president of the Atlantic Na- 
tional Bank of Jacksonville, Fla. 
Mr. Lanman had been a vice presi- 
dent of the Citizens & Southern 
National Bank of Atlanta until the 
effective date of his election, Jan- 
uary Ist. 


The Philadelphia National Bank, 
Philadelphia, Pa., has announced 
the election of RICHARD C. BOND, 
president of John Wanamaker, Inc., 
Philadelphia, to its board of di- 
rectors. 


PHILIP B. SLATCHER and FRANK A. 
WOOD, JR., have been named, re- 
spectively, assistant treasurer and 
assistant trust investment officer of 
the Provident Trust Co. of Phila- 
delphia, Pa. 


Included in the promotions which 
have recently occurred at the Peo- 
ples First National Bank & Trust 
Co., Pittsburgh, Pa., were those of 
RALPH M. EVANS, JOSEPH B. BUZARD 


and GUY W. LEWIS, who were named 
assistant vice presidents; OTIS C. 
NORTON, assistant cashier, EDWARD 
H. WINTER, tax officer, and HAROLD 
A. KOCH, assistant secretary. 

The new office of Ralph M. Evans 
and Joseph B. Buzard was erron- 
eously reported in our January 
issue to be that of vice president. 


At the National Shawmut Bank 
of Boston, Mass., GORDON E. WESTBY 
has been appointed an assistant 
vice president. ROBERT G. BAIN, 
WALTER F. CHASE, WILLIAM A. L. 


MC GRAY and HENRY MOUNTFORD 
were promoted to assistant cashier. 


California Bank, Los Angeles, 
Calif., has announced the election 
of H. V. GRICE, former assistant vice 
president, to the office of vice 
president. 


American Security & Trust Co., 
Washington, D.C., has announced 
the election of JOHN L. BRYANT as 
assistant treasurer. 


CALENDAR OF EVENTS 


AMERICAN BANKERS ASSOCIATION 


Feb. 8-10—Regional Savings and Mortgage Conference, Statler Hotel, Los Angeles, 


Calif. 


Feb. 9-11— Mid-Winter Trust Conference, Waldorf-Astoria, New York, N. Y. 
Mar. 2-4—Annual Savings and Mortgage Conference, Statler Hotel, New York, N. Y. 
Sept. 20-23—Seventy-Ninth Annual Convention, Washington D. C. 


STATE ASSOCIATIONS 


May 25-27—Pennsylvania, Chalfonte-Haddon Hall, Atlantic City, N. J. 


OTHER ORGANIZATIONS 


Apr. 9-10— Pacific Northwest Conference on Banking. State College of Washington, 


Pullman, Wash. 


April 19-22—-NABAC Eastern Regional Convention, Lord Baltimore, Hotel, Baltimore, Md. 
April 27-29—-NABAC Southern Regional Convention, Hotel Peabody, Memphis, Tenn. 
June 11-13—NABAC Western Regional Convention, Hotel Statler, Los Angeles, Calif. 
June 18-20—NABAC Northern Regional Convention, Fontenelle Hotel, Omaha, Neb. 
Oct. 11-15—Financial Public Relations Association, annual convention, Sheraton-Cadillac 


Hotel, Detroit, Mich. 


Oct. 19-22—-NABAC Annual Convention, Hotel Roosevelt, New York, N. Y. 


SCHOOLS 
May 31- 


June 13—School of Banking of the South, Louisiana State University, Baton Rouge, La. 


July 27- 


Aug. 8—FPRA School of Bank Public Relations, Advertising and Business Development, 
Northwestern University, Chicago Campus. 


Aug. 9-21—School of Consumer Banking, Chariottesville, Va. 
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Réport to Loan Officers 


| 
By providing complete IBM Collateral 
Reports on field-warehoused inventories 
Lawrence System has made this type of loan 
easier to handle and more profitable than ever 
before. The IBM reports are easy to read and 


complete in every detail. 
Here’s what the Lawrence—IBM Collateral 
Reports do for you: 


@ Provide a monthly recap of all in and out move- 
ments of commodities under Warehouse Receipt. 


@ Show total dollar amounts of collateral on hand. 


@ Cut the costs of servicing commodity loans. 


With the addition of this new method of 
recording inventory movements, Lawrence 
offers its receipt holders a Field Warehouse 
Service consistent with the most modern bank- 
ing methods... and with Lawrence — IBM 
Collateral Reports, the proof is right under 
your eye. 


37 Drumm Street, San Francisco, California 
100 N. La Salle St., Chicago 2, lil. a 72 Wall Street, New York 5, N.Y. 
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OSalionals 31 computes monthly LOAN INTERES 


at the same time accounts are 


r 


What interest rate was charged??? .. . This is All interest computations are under strict mechani¢ 
no longer a question /F you use the National Class 31. control . . . there is no need for re-indexing any amouf 
Symbols identifying the rate used are printed to the after the individual postings are proved. 
immediate right of the automatically computed amount. It is FAST . . . ACCURATE .. . SIMPLE. Any opera 
The amount of the computed interest . . . accurate to can learn it . . . in just a few moments. 
the nearest half cent . . . is automatically punctuated This same machine can be used for ALL TYPES 
and printed on each individual Mortgage Loan Ledger other accounting work .. . even for the computation 
Record. the semi-annual interest on thrift or savings accouf 
All this is accomplished . . . in a matter of seconds 
. without need for recording any rate factors . . . as  eannador ese National 
4 epresentative to dem- 
the loan is posted or proved. onstrate this amazing in- j 
There is no need for changing or shifting control bars. novation to you. See for (pall 
One bar permits the computation of NINE different inter- Yourself the savings the & A ! 


. . National Class 31 can 
est rates ranging from 4% to 6% in steps of 4%. insure your institution. ‘ACCOUNTING MACHINES 


ADDING MACHINES + CASH REGISTERS 
THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio : 
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